



































EVEREADY 


EVEREADY 


talk flashlights for outdoor use! 


TROUT are jumping in mountain streams. 
Twigs are snapping under the heels of 
campers. Winter-weary men and women 
are getting out into the great outdoors— 
touring, camping and fishing. Talk Ever- 
eady Flashlights to your dealers for this 
outdoor market. Tell them to put flash- 
lights and batteries into every window 
and store display, along with other “ 
door” equipment, as a gentle hint! 


out- 


Incidentally, talk up the new Eveready 
combination flashlight-and-battery display 
case and vending cabinet. It’s a sales- 
builder! Products well displayed are 
easily sold. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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UNE, and the June issue of the 

CO Jopper’s SALesMAN are before 

NTENTS us. The Electrical Supply Jobbers 

Association is holding its 17th an- 

Turning the Trick With Light—By W. E. Underwood... eee 5 nual convention June 2 to 5, 1925, 
When the Storekeeper Asks: “How Shall I Light My Win- and en aa beso ir the 

is i tee y 7. Ww lave 

dows? eee is ¥ our Answer. An Actual Solution of the pts things Hap oe will find 
Store Window Lighting Problem. special interest in the eight-page in- 

sert which will not only give a 

Adventures of Hardluck Sam.................. socswteatebe cae et Re, eae ee a brief outline of the history and ac- 
Swamped, But Not With Orders. complishments of the Association, 
and its Code of Ethics, but will 

How I Size Up Salesmen—By Wayne T. Hendricks......... asp ee 9 also contain a chart of the associa- 
The Impressions Left on Me by the 10,000 Salesmen Who tion organization, including the offi- 


cers and all of the committees for 
1925, together with pictures of the 
personnel of the group. We are 


Talk Across My Desk Each Year. 
Radio and That Summer Slump.... ; 11 


proud of the privilege to present 
Your Problem and the Other. Fellow’ — han: He — Delad to our friends this valuable outline. 
to Solve It—What You Might Do—What Can Be Done. In it you will find men who repre- 
sent a great force for good in the 

The Squealer—By James H. Hughes... eee 13 industry to which you belong. 

He Is a Canker in the Body of Any Business but It Appears * ee 

~~ That His Way Is Hard and He Eventually Moves On. OME months: ago we sent to all 
; F the jobbers of record a ques- 
Market for Electrical Supplies............ Ta nis Ma a. tionnaire which asked for informa- 
: ‘ tion as to the amount of business 
The Reflex Action of America—By Dr. Frank Crane... 16 done during 1924 on each line which 
America Pervades Europe as a Breath of Youth. the jobber normally handles. The 
; ' ‘ ; results are proving most satisfac- 
y Pictorial Review of Electrical Developments........ ae. ee tory. The answers have been com- 
ing in by the score, and the figures 
Men You Should Know—Walter Hoagland... a dih ee el secured are proving highly interest- 
ing. For instance, on_ safety 
Hints for Your Customers... i. Le ee, switches, indications point to the 
People Get the Spring Baotag Four’ in : Mads fact that the jobbers did a tetal of 
$9,472,000 in 1924 as compared to 
Jobber SE ee hr a ae eee Rede $9,751,000 in 1923. Do not be too 


optimistic about the 1924 business 


: ° for it will be recalled that during 
Electrical Appliances... 3 Pe Se eee ne BB the early part of the year the busi- 
Bieebiead ness was not what it might have 

| | eee ? ; i ie eae aR era eee eee 44 been, and while the good volume 
in the fall aided greatly in bring- 

Purchases and Stock............. ‘ i Bae oe Gee 50 ing up the general average, it is 
our guess that the figures to be 

ee ee ae ene ee a wee, ee 76 printed in the June: issue will not 


show a large gain in total volume 

of business over 1923. In some par- 
* sivsteretesestececsssnsesecssatetesesssessees OQ ticular lines, however, such as radio, 
good increases are expected. 
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A CORRECTION 


Starrett & Van Vieck, E. E. 
Ashley, Jr., Electrical Engineer, 
8 West Fortieth Street, New York, 
are the architects of the Equitable 
Building at 393 Seventh Avenue, 
New York. In a recent similar 
advertisement another firm of 
architects was named and this is 
inserted to correct the error. 


++ 48er+- 
Two hundred and fifty-five miles 
of Sherarduct is in service in the 
Equitable Building. 
Sherarduct is an alloying of * * 


ure zinc with steel pipe under . 
neste nent? det ae A NATIONAL METAL MOLDING PRODUCT 
by a baked-on coating of acid- 
resisting enamel. It bends easily 
and is as smooth inside and 
out as an ice coated sidewalk. 


_ fs National Metal Molding Compan 


National Products 
Ns Epi! WORLD'S LARGEST PRODUCERS OF ELECTRICAL [mama 
Lard CONDUITS AND FITTINGS 


1477 Fulton Building, Pittsburgh, Pa. 
Represented in All Principal Cities 
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' Editor’s Page 


Taking Time by the Forelock 

VERY little while we read of a young man 
E who goes into business, and who, in two or 

three years, elbows his way to the top 
of the heap. Older men sometimes pause to 
watch him, and then to ask, “How does he 
do it?” 

The answer is easy. He takes time by the 
forelock, and it gallops him to success. That 
is to say, he puts into practice intensive modern 
business methods. 

Intensive methods go straight through in- 
stead of circling around. In other words, in- 
stead of waiting for customers to come in, the 
intensive-method man goes out after them. He 
brings customers in through organization, sys- 
tem, advertising, salesmanship. 

It is not hard to take the short cut in busi- 
ness. Any man can arrive via the short route 
if he will use his head all the time, and then 


will get up and get instead of sit down and sit. 
* * * 


. Peddler vs. Salesman 
EDDLER—One who peddles. One who 
P goes from town to town, or to other men’s 
houses, carrying to sell, or exposing for 
sale, goods, wares, or merchandise for immedi- 
ate delivery. 

That is what the dictionary says, but what 
does the word peddler bring to mind? 

Something like this, isn’t it? 

Peddler—A tattered, torn and generally il- 
literate individual, driving an anemic horse, that 
has just about three feet in the boneyard, 
howling his way through nondescript alleys, 
with still more nondescript wares to sell. 

And that is what some salesmen choose to 
call themselves—‘“‘peddlers.” 

Years ago the average person’s idea of a 
salesman was a more or less suspicious charac- 
ter, standing with one foot soundly wedged in 
the door, exploiting the fact that life was 
not worth living unless there were contained in 
it the benefits to be derived from his wares. 

Because of the poor judgment and poorer 
strategy of those men, the occupation was in 
ill-repute. 

Bringing the profession of salesmanship to 
its present high plane has been a long up-hill 
fight. Today the one thing which is keeping 
the salesman from taking his rank as the peer 
of the physician, the lawyer, the professional 
man in general, is the salesman himself! 

Can vou conceive of any other profession in 
which the body of men composing it choose to 


belittle it, and themselves at the same time? 

If some of the present day salesmen should 
decide to go into the profession of dentistry, 
in six months they would probably be referring 
to themselves as “Teeth Carpenters” or pos- 
sibly “Bridge Workers.” On the other hand 
if they should decide on medicine it would 
probably be “Bone Setters” that we would 
hear. 

Why a man will come into the oldest pro- 
fession in the world and then abuse it is pretty 
difficult to understand. 

Yet “peddlers,” it is felt by some salesmen, 
describes their profession. 


It is time to drop the word! 
* * * 


You Never Can Tell 

EK TRAVELLED at one time with a 

jobber’s salesman who was quite an ori- 

ginal character. We certainly enjoyed 
traveling with him. He was a man exceedingly 
well versed on the entire catalog; a person 
soundly equipped with a knowledge of the 
game, and finally a salesman fully familiar with 
human nature. We dropped in on one dealer, 
small in size, who asked the discounts on various 
items in large quantities, and then gave Cham- 
bers (we will call him Chambers) a large order, 
after he had very painstakingly quoted and ad- 
vised, advised and quoted. When we came out, 
Chambers said, “I don’t know as it is worth 
while to even send this order in to the house. 
His credit is absolutely no good.” 

This remark gave us a surprising jolt, and 
asking Chambers why he had dropped in and 
gone through all that work for nothing, he said: 
“tomorrow something might happen to better 
his financial standing. He knows that I know 
of his condition, but, he won’t forget the fellows 
who show him the courtesy of a call during his 
days of rough going.” Maybe Chambers was 
right. We don’t know. 

That night at the hotel the conversation was 
on the only subject which we have found in- 
terests the average jobber’s salesman—his busi- 
ness. “I do not believe,” remarked Mr. Cham- 
bers, “that a salesman ever knows why he gets 
the order. He may think it was his approach. 
He may believe it was because of some parti- 
cular point he introduced. He may imagine it 
was one of a thousand possible reasons, but my 
opinion is that he never knows just why he gets 
it.” Mavbe he was right. We don’t know. 

Mr. Chambers was a very original character. 
We certainly enjoved traveling with him. 
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FLOODLIGHTING 


For Beauty 


To make buildings, monu- 
ments, statues and the like 
more beautiful at night, flood- 
light with X-Ray Projectors. 


For Advertising 


Sign boards, smoke stacks, 
water tanks are all wonderful 
objects for floodlighting. They 


are permanent advertising. 


For Pleasure 


In the summer bathing 
beaches, golf courses, parks, 
playgrounds, tennis courts— 
all of them are floodlighting 
prospects. Make playtime 
longer with X-Ray flood- 
lighting. 


For Profit 


Don’t forget your own interests 
when you think of floodlighting. 
If you haven’t an X-Ray catalog 
and price list, send for one. 


Curtis LIGHTING, INC. 
1113 W. Jackson Boulevard 
CHICAGO 


31 W. Forty-Sixth St., New York ~ 
3113 W. Sixth St., Los Angeles 
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X Ray Projectors 


“Standard fon Floodlighting”’ 


No. 51— X-Ray Floodlighting No. 60 — X-Ray Floodlighting No. 91 — X-Ray Floodlighting 
Projector. Projector. Projector 
For 250 watt G-30 Mazda “C” Kor 500 watt G-40 Mazda “C”* For 300, 500, 1,000 watt PS 
Floodlighting Lamp Floodlighting Lamp. Bulb Marda “C” Lamps. 

















(UYMYUYEYEYEYEYUY aa ol os 








electrical 





CThe renga of the wholesale 
r 


stributor and his salesmen 





$1.00 a Year 


CHICAGO, MAY, 1925 


Vol. VI—No. 5 





Turning the Trick With Light 


When the Storekeeper Asks: “How Shall I Light My Windows?” Here Is 


Your Answer. 


HERE’S a popular song with a sad refrain about 
“What'll I do when you,” ete. 


air by Irv Berlin that makes you wonder what in 


heck you would do under the 
painful circumstances related 
in the lyric. 

A lot of merchants are think- 
ing these same words but with 
a little different twist; won- 
dering what they can do to sell 
more goods; what they can 
do to stop more passers-by and 
stop them, too, from buying at 
the competing shop around the 
corner. Many of these mer- 
chants do not realize that light 
is the thing that can turn the 
trick and it is hard to realize 
that light is anything more than 
just an ordinary elementary 
necessity like heat and air un- 
less you have actually seen 
what it can do as a salesman. 

There’s a certain car,with a 
two carburetor arrangement 
which gives you two ranges of 





Window Lighting Problem 
By W. E. UNDERWOOD 


mournful, haunting 








$67 UST as a mighty good engine 

J ‘an be badly put into a car, 
the bungler can take good equip- 
ment and slap it into a window in 
a haphazard way so that it will not 
produce the lighting effects it 
should.” 

Be prepared to give the store- 
keeper _ substantial advice on 
proper store window lighting. 

This worth-while article, based 
on actual facts, should command 
serious attention from you. 

It will give you substantial 
knowledge of one of your every- 
day problems. 








An Actual Solution of the Store 


things in the window and makes ’em sparkle and live; 
l'ght that makes the window stand out from surrounding 
stores like the diamond on the third finger of a newly 


engaged girl. 

But assuming that a mer- 
chant does realize the possibili- 
ties in using light as a selling 
ally in his windows, what 
should he have—what are you 
going to recommend. Knowing 
this is quite as important as 
knowing how to bring him to 
the point of buying. It is 
something a jobber’s salesman 
ought to know for his own use 
and for passing on to his deal- 
ers. Don’t steer away from it 
because it sounds dry as dust 
and crammed with foot-candles 
and mathematics and other un- 
pleasant brain puzzlers. True, 
it may not be as exciting as 
seeing Babe Ruth knock a 
homer but there’s nothing high- 
brow about it—nothing that a 
10-year-old couldn’t  under- 


speed, a “loafing” range and a “get there’ range. You stand. All the complicated computation stuff is out and 


trundle along with traffic on the first carburetor and then 
comes the time when you want to go. You press down 
a bit more on the accelerator and carburetor number two 
gets into action and you're on your way. Light in a store 
window is like that. A certain amount is necessary just 


to see by—to let people know that there are goods in In Fig. 1, on 


the window and that the store hasn’t_been closed by order 
of the sheriff. The selling range of light is over and 
above that—extra light, that peps up the display of 


merely types. There 


there remains only pretty well standardized equipment 
and standardized ways of installing. Add to this a few 
common-sense facts that are more on the side of merchan- 
dising than illumination and you can talk turkey to any 
merchant about the practical lighting of his windows. 

next page, are shown typical 
modern store window lighting units. They are not in- 
tended to feature any particular brand or make, but 
are several different and good 
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makers of each type, as a matter of fact. But just to 
show that progress is rapid in the art of window light- 
ing, it may be said that four of the types of units shown 
have been developed and put on the market within the 


last year. Looking over this 


ment and slap it into a window in a haphazard way so 
that it will not produce the lighting effects it should. 
The fundamental idea of good lighting for the display 
window is to produce a high degree of illumination evenly 

distributed and without at- 





reflector family, you will see 
that in addition to the famil- 
iar mirrored glass and pris- 
matic reflectors there are the 
silvered and polished metal 
types, the latest additions to 
the family; and the giant in- 
fant also—the big mirrored 
reflector built for a 500-watt 
These fellows in a 
lay down 
powerful barrage of light 
that, when lighted in the 
sunny hours, they chase away 
daytime reflections in the 
window glass—a thing that 
has bothered many merchants 
for years. 

Up on the top row are the 
Berthas” — window 
fo- 


lamp. 


window such a 


“Big 
“spots’—which can_ be 
cused on some one object in 
the window so that it stands 
out brilliantly or which may 
be thrown out of focus to 
provide a window flood light 
effect. 

Down on the bottom 
footlights, a wonderful 
bet for unobtrusively step- 
ping up the brightness of the window and for lending 
flexibility to the lighting effects. And, any or all of these 
units are designed so that color screens or caps may be 
used with them, permitting any effect or combination of 
red, orange, green or blue. Thus the modern display 
window has the greatest flexibility of illumination with 
regard to direction and diffusion of light and of color. 
It has all the lighting potentialities of the theatre and 
is, in fact, a stage tpon which the whole gamut of illu- 
mination changes may be brought to bear. 

These things: lamps, reflectors, spots and color screens 
are just parts. They are good parts but their effective- 
ness depends upon the skill and judgment with which 
they are installed. Just as a mighty good engine can be 
badly put into a car, the bungler can take this good equip- 


row 
are 





Fig. 1.—Typical Units in the Family of Modern Store 
Window Lighting Accessories. 





tracting attention to the 
| light sources. The light 
should be confined to the 
window and not be thrown 
out onto the sidewalk. It 
should not be “spotty” nor 
glaring but as long as glare 
can be avoided, the brighter 
the illumination the greater 
is the stopping power of the 
window upon the passer-by. 

It is quite definitely known, 
for example, that stepping up 
the brilliancy from 15 to 40 
foot-candles will stop 20 per 
more passers-by and 
that climbing on up to 100 
foot-candles halts over 40 
per cent more people than 
will pause at the same win- 
dow lighted only to an inten- 
sity of 15 foot-candles. 

Experience has shown that 
for the average window, one 
standard window 
lighting reflectors mounted 
on the window ceiling close 
to the glass will provide very 
good illumination if the re- 
flectors are spaced 12 inches 
apart and equipped with 100-watt lamps as shown in 
Fig. 2. In short, and to make it easy to remember, think 
of it as 100 watts per foot of window frontage. 

The irregular shaped window, or the island window, 
may be lighted effectively in the same general manner as 
indicated in Fig. 3. Windows which are very deep— 
more than eight feet—may require two rows of units 
along the window ceiling, one row close to the glass and 
one row set back three or four feet from the glass. 

Of course, not all windows require the same degree 
of illumination, There is scarcely the same requirement 
for high intensity of light in the usual grocery store win- 
dow as in the haberdashery or jewelry shop. Location 
of the store should also be considered—the window which 
might be outstandingly bright on (T'urn to Page 58) 





cent 
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Fig. 10.—Portable 





Footlights for Window 





Lighting. 
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Fig. 4.—This Arrangement Will Give 
Excellent Illumination, With 75, 
100, or 150 Watt Lamps, 
Depending on Location 
of Store. 
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Fig. 6.—This Gives Fair Illumination 
—24-in. Spacing, 100 or 150 
Watt Lamps. 
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Fig. 8.—Reflector Mounted 
Close to Ceiling. 
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Fig. 3.—Typical 








Layout of Window Lighting, Including an Island Window. 
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Adventures of Hardluck Sam 


Swamped, But Not With Orders 


Dear Phil:— 

Burn this letter after you read it and drop the ashes in 
a vat of acid, so there won't be no traces for the experts, 
as the people I am writing about are all two-gun babies 
and hip-shots besides. I just had $127.85 worth of the 
darndest experience I ever struck, and I'll never be quite 
the same again. 

You know the Old Man thinks a lot of me as a pinch- 
hitter, that’s the cause of half my troubles. Whenever 
anything goes wrong in the field it’s “Sammie-get-your- 
grip-and-take-a-little-trip”. Time of day or night don’t 


mean a thing to him, 
either. He carries that 


down here at once. Greatest field for wireless in the 
world—no other means of communication!” 

The next town was my third, and I began to see why 
we hadn’t heard from Yule. He was probably gone 
cuckoo long ago. You can’t steal no towels because the 
hotels don’t have ’em. And chills and fever! Say, they 
shake so hard most of the time their skins are loose as 
bathrobes. I heard of one old timer who was getting 
shaved, and the barber cut all the skin off of one of the 
old boy’s hips. You have to see your customers between 
chills, which they have every other day, because they shake 

so hard they can’t sign the 


order. So if there’s only 





do-it-now stuff to bed. 
They say when he was 
a contractor he had a fire 
badge and a special alarm 
bed. He would 
beat every body to the 
night sell the 
owner new wiring and fix- 
tures while the house was 


by his 


fires and 


burning. 

Well, a couple of weeks 
ago he woke me out of a 
nice sleep about 4 P. M. 
and says what the hec’s 
the matter with this new 





salesman, Yule—he ain’t 
sending in any _ orders. 


“That ain’t all, Boss,’ I 
comes back, “He ain’t get- 
ting been out 
three weeks and we don’t 


> 
any—he’s 
where he is, 
hired him, so 
blame?” That 
wise crack never got me 
nothing except a rush trip 


even know 


and you 


who’s to 





one dealer and you blow in 
on his chill day you're out 
of luck and that’s that. On 
the other hand, if there’s 
a flock of dealers they'll 
have their chills on differ- 
ent days and you might as 
well ask the hotel for a 
weekly rate right off the 
bat. 

Then after you've been 
in that locality a few days, 
you get chills yourself. 
That complicates things 
because your chill may 
come on a different day 
from the dealer’s. The first 
day he can’t give you the 
order and the next day 
can’t write it. The job- 
ber’s are talking of requir- 
ing each salesman to turn 
in a chill chart of his ter- 
ritory to save time and ho- 
tel bills. The best people 
down there exchange chill 








into strange territory. The 
Old Man flared up and 
says I should take a tooth- 
brush, a pair of socks and a hand-grenade and bring in 
this here Wandering Jew of ours, dead or alive. 

I took an early train that evening for the little town 
in the swamps where this Yule person was last seen alive. 
After a hard night in an upper I ran true to form and 
got off at the wrong town. They both began with A and 
was 19 miles apart. Where I got off was the lonesomest 
town in the world. When the Station Agent seen me he 
busted out crying—hadn’t see nobody but train crews in 
eight months, 

I had to ride a caboose to get to the right village and 
Then I didn’t find ovt anything when 
First I 
tried to telephone some other towns nearby. Ha! Ha! 
Try and do it! So when I made my report I wrote 
bottom of the letter: 


it took me all day. 
I got there, but decided to report to the house. 


across the “Send a radio expert 





“It Was a Deathly Noise and Kinda Familiar, So I Dashes In.” 


schedules so they won't 
call on each other on the 
wrong days. 

They don’t bother about crops, politics, copper, steel, 
lumber, ete. All you hear is about the visible supply of 
quinine and the latest quotations on Chill Tonic, Preferred. 
Even the kids carry capsules, and if you're took sudden 
on the street, any cop will slip you a pill if he ain’t shak- 
ing too hard to get it out of his pocket. But what put me 
down for the count was when I walked that old mile for 
cigarettes and the clerk says: “Sorry, we're all out of 
Camels, How are you fixed for Chill Tonic?” 

After seeing all this I began to feel sorry for this new 
salesman, Yule, so I threw away the hand-grenade and 
went to see a dealer I knew he had called on. I got a 
nice reception—just like stepping on a tomeat’s tail. 
This dealer had never been to college, but he spoke the 
finest kind of Army Captain English, and when he was 
through telling me about Yule I (Turn to Page 66) 
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How I Size Up Salesmen 


The Impressions Left on Me by the 10,000 Salesmen Who Talk 


the jobber’s salesman and the manufacturers’ rep- 


Free joer sates there is no difference between 


resentative. The 
only distinction is 
that the latter has one 
or two articles to sell 
on which he is, or, at 
least, is supposed to 
be thoroughly posted, 
while the jobber’s 
salesman has a_ vast 
amount of material to 
sell, on which he is 
pretty well posted, 
considering the num- 
ber of lines he han- 
dles. My views of 
salesmen are views of 
the men in_ general 
and apply — equally 
well to the jobber’s 
salesmen, 

In discussing sales- 
manship, as I have 
observed it across my 
desk, there are so 
many angles to be 
considered, so many 
points at -variance 
with which 
arise from the many 


others 


men who call on me, 
that I believe it quite 
impossible to do jus- 
tice to the subject in 
a short article. There 
are, however, a few 
objectives, which may 
be indicated to the 
younger salesman, as 
his stepping stones to 
success in this profes- 
sion, on which I will 


enlarge with the hope 
reading if not containing instructive suggestions. 

First of all there is appearance. 
It is quite a settled fact that a progres- 
sive salesman, or possibly I should say the successful 


volved here. 


salesman, as a general rule has the appearance of being 
Many excellent salesmen get a great deal 
of business from me who are not, however, of this class. 
Just average men, paying small attention to their ap- 
pearance, but having the ability to so group into their 


successful. 


Across My Desk Each Year 
By WAYNE T. HENDRICKS 


Purchasing Agent, Illinois Power & Light Co., Chicago 











A STORY with a punch by a man who seems 
to have interviewed every salesman in the 
United States, and 14 from Europe, as well. 

“Be yourself, know your product, give service,” 
advises this buyer who purchases millions of dollars 
worth of electrical material each year. 

The arms of the Illinois Power & Light Corpora- 
tion reach out from Chicago, through Illinois and 
Iowa, stretch over into Missouri, and cover with 
their vast hands a large part of the state of Okla- 
homa, as well. Pole line hardware, transformers, 
meters, household appliances, even street railway 
supplies are purchased in huge quantities to satisfy 
the demands of this powerful organization. Mr. 
Hendricks, a busy man, has taken the time to make 
some meaty comments more valuable in nature than 
can be secured from half the text-books on the 
subject. 











that this may prove interesting cates. 
No question is in- 


the salesman is concerned. 


his business, and goes out. 





«a Salesman who employs it weakens himself. 


mannerisms, or salesmanship if you prefer, the points 
which I am presently to discuss that their appearance 


is secondary. As a 
general rule, however, 
a salesman should be 
reasonably careful 
about himself. 

I would say, forget 
to a large extent, if 
not altogether, the 
stilted 
“methods of ap- 
proach.” While some 
of the tricks employed 
may be effective when 


so - called 


calling on the casual 
buyer, they certainly 
carry no weight when 
interviewing the pur- 
chasing ‘agent whose 
business it is to re- 
ceive salesmen all day 
long, who can recog- 
nize the planned ap- 
proach and who has 
no time to wait until 
the salesman gets his 
“approach” over with 
and gets down to 
business, 

The subject of ap- 
proach leads us to 
personality and here 
again my _ opinion, 
though probably 
slightly radical in the 
eyes of writers on 
salesmanship, is that 
personality is not so 
important as it once 
was. Be natural, “‘be 
yourself,” as the cur- 
rent expression advo- 


A forced personality is so obviously false that 


A buyer 


irterviewing man after man, soon becomes immune or 
as they say “hard-boiled” so far as the personality of 
The salesman I like to do 
business with, comes in, takes a reasonable time to state 
That, by the way, is all the 
time a salesman should take—a sufficient amount to state 
his business, in fact, plenty of time for that, and then 


bear in mind there are two, or three, or four men waiting 
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behind him, whose time is valuable and whom he must 
consider. 

From the buyer’s standpoint, I try to be equally fair. 
I believe that a purchasing agent who is interviewing 
salesmen coming from all parts of the country should, 
in all fairness to these men, dispense with definite hours 
for interviews. A policy of 9 a. m. to 3 p. m., or any 
other time is a hardship on the men. Often it means 
that they must remain over night, and part of the next 
morning, when the buyer could have seen them late in 
the afternoon, and let them be on their way. I bring 
up this point to show that the buyer having an appre- 
ciation of the salesman’s time should be given an equal 
break on his own time by his caller. A good buyer will 
see every salesman who calls, and is only estopped on 
this policy when interviews are dragged out unneces- 
sarily. It is surprising and would be astonishing to 
many companies, to know the number of men who, drop- 
ping in after 3.30 p. m., weary from a hard day, find 
the chair so extremely comfortable that they continue in 
it long after the business is over, to “rest up” while 
some poor chap who wants to catch a train is waiting 
outside. 

Don’t employ tricks of selling any more than you 
would employ methods of approach. I had a man call 
on me the other day who wrote up an order as IJ talked, 
then toyed with a huge pen, finally handing it to me. 
The object was so pitifully obvious, that it was really 
amusing. A purchasing agent knows all these tricks, 
and sometimes a few more which he himself has read on 
the subject. 

I want to say a word on the high-pressure salesman. 
I wonder if all purchasing agents do not object to this 
type who rushes into your office with the prepared sign- 
on-the-dotted-line talk, who generally ignores any ques- 


tion you ask, while he tugs away at his set speech and 
when you have purchased something you didn’t want 
(if you do buy) he can sell you nothing else in the 
future. High-pressure work should not be attempted by 
the salesman who must call again and again on the 
same buyer. 

It has been my observation, in fact, it is a generally 
accepted rule nowadays, that the real salesman never 
knocks his competitors. The men who do it are the 
poorer, unsuccessful salesmen. I never find the one who 
has all the ear-marks of being successful, owning his 
home, making good money, respected by his house and 
his buyers, who ever has a bad word for his competitors. 

Speaking of different types of salesmen reminds me 
of the subject of entertainment. I have had salesmen 
call on me once or twice, and, not securing an order, 
their third call would be just about noon and would be 
accompanied by a suggestion for lunch. A _ purchasing 
agent cannot accept all these invitations and retain his 
self-respect. It simply cannot be done. Once in a while 
it is alright to go to lunch with a man you know well, 
and even then business should not be discussed and the 
buyer should not have to sit back and let the salesman 
pay. On occasions it is extremely convenient to save 
time by discussing a subject and cleaning it up at lunch, 
but when the bill arrives it should be handled on a “‘man- 
to-man”’ basis. 

The petty cigar idea should be dispensed with. One 
of the reasons I smoke a pipe today was to eliminate 
the embarrassment of always being handed a cigar. Sell- 
ing and buying should be and practically is on a sound 
business basis. These methods of entertainment have 
no place in the transaction and the better salesman 
knows it. 


There is another type of sales- (Turn to Page 64) 
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© 1925, R. Fullerton Place. 


Dear Folks: 


is Cheap 


I know a man who has the gift of speech that’s soft and sweet, and when he’s up against a thing he knows 
he cannot beat, he’ll start to pour excuses out and make you think he’s right, instead of rolling up his sleeves 


and getting in the fight. 


He makes mistakes and covers them with talk that’s mighty smooth, there’s something in his tone of voice 
that seems to lull and soothe. He looks accusers in the eye and then he starts to purr, and proves mistakes 
are little things that often must occur. He’ll owe some bills for many months and when for funds he’s 
pressed, he’ll go and tell his creditors how deeply he’s distressed. He'll lay it on so smooth and slick, his 
creditors will sigh, and ask him if there’s something else that he would like to buy. 

He always has a ready tongue that drips with honey sweet, and yet in justice to the man, he’s really not 
a cheat. He knows the power that he holds when in a risky place, and so there’s nothing in the world 
that he’s afraid to face. 

That’s why he’s careless in the things that should have lots of care, but nothing lies ahead of him 
excepting deep despair. For talk is cheap and cannot last forever and a day, and time will bring him to 


the place where he will have to pay. 
Cordially yours—T. V. R. 
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Radio and That Summer Slump 


Your Problem and the Other Fellow’s—What He Is Doing to Solve 
It—What You Might Do—What Can Be Done 


slump in the radio business. Too much thought 

cannot possibly be given a subject of such vast 
importance. Conceding that it is good judgment to rec- 
ognize the obvious fact that radio business in general will 
always be greatest in the fall and early winter, at the 
same time it must not for a moment be put down that 
radio is a seasonable article only. And, that is just what 
has happened in_ the 


yee MUCH stress cannot be laid on the summer 


haps forget is an injustice to yourself and the business 
standard which you are carrying. It is only by crystal- 
lizing the thoughts in your mind on this subject that 
any good may be accomplished. First of all, it must be 
realized that the radio industry is not the first confronted 
with the same situation. The automobile business in par- 
ticular, as is well brought out in one of the letters, 
suffered from the same cancerous trouble, but a remedy 

was found and now the 





past. Everyone, manu- 


winter business is prac- 





facturer, jobber, dealer 
and trade publications 
should and must give 
combined effort and 
support to this phase 
of the radio business. 
Tucked away some- 
where in the thoughts 








tically the equivalent of 











of those engaged in 
this important industry 
is the solution of the 
problem. An idea gath- 
ered here, a suggestion 
offered there, 
sooner or later a for- 
mula is secured which 


and 


will reveal the cause of 
the trouble and how to 
overcome it. The let- 
ters and expressions ac- 
companying this article 
contain ideas, differing 








“SQOMETHING must be done to help 

flatten this curve,” everyone says, but, 
like the squirrel in the cage, if a sincere effort 
is not made, most of those engaged in the in- 
dustry will not get anywhere in the summer. 
Here are letters and comments on the subject, 
containing opinions and suggestions which 


will be of interest. and help to you. 
them, digest them, put their suggestions into 


the summer sales. 
Think of it, one idea—— 
the enclosed car, and 
the winter slump was 
no more. One _ idea, 
think of it! And still 
in radio, with the un- 
canny flexibilities of 
this art—and it is an 


art with the magical 
de pths contained in 
those 
there are men throwing 
up their de- 


spair, accepting a situ- 


minute tubes.— 


hands in 
ation which should only 


be looked on as an in- 
the life of a 


Read 
cident in 


vouthful industry, 








perhaps in nature, some 
of which seem to be far away from the summer slump 
subject. But, behind them all a thought lies, a thought 
written in the interest of better radio sales, a thought 
expressed in the hope of sounder radio policies. “We 
shoot it all,” as the negro says, and perhaps the winning 
numbers will be found in them. In any event read what 
your distributors or your competitors have to say. There 
is power and strength behind every statement. 

But do not stop there. To read and set aside and per 


effect. The results should prove worthy of 
. : merely the effects of 
the effort. ~ ; abs¢0 
£ rowi1n £ pains 
rather than an unsur- 
mountable obstacle which cannot be overcome. The 


letters and comments printed show that the slump is not 
a local condition peculiar to any section of the country, 
but is a problem of the entire industry. It is interest- 
ing to note the attitudes contained in the various state- 
ments as regard the summer slump. All recognize it, 
many are trying to improve their sales at this time as 
much as possible, and they all carry behind them tl« 
suggestion that a definite plan is needed. 





A. J. Cole, The McGraw Co., St. Louis, Mo.— 
I have some very definite conclusions in mind as regards 
the radio situation. One is—that I from 
experience during the past three years and from the 


believe our 
experience of other business institutions that have en 
deavored to distribute radio, that the electrical supply 
jobber, who conducts a definite, separately organized de 
partment of radio business, has not only proved himself 
to be the logical distributor for radio but has probably 
been the only class of distributor who has as yet made any 
profit out of the distribution of radio. 

At the present time both the wholesale and retail dis- 


tribution of radio is very badly demoralized and it is eur 
intention for next year to handle only one complete line 
of radio receiving sets. This may necessitate handling 
two. or possibly even three, different manufacturers’ 
products but, in any event, we do not propose to have 
more than one make of the same price, class and style of 
radio receiving set to offer and will, if possible, confine 
our efforts to one complete line from the one or ‘two tube 
set in the $30.00 class up to the full cabinet type, dry 
battery operated, drawing room set. 


This same policy will pertain in regard to accessories 


and parts. 
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In the matter of retail distribution, the greatest trouble 
that has been experienced up to now has been the failure 
of so many of the distributors and manufacturers to se- 
cure proper retail distribution. They have even taken or- 
ders and made deliveries to any one who could lay the 
slightest claim to wholesale prices. And, in many cases, 
distributors have gone even further than this and have sold 
their radio material at wholesale prices to customers of 
their houses who had not the slightest claim to being re- 
tailers in the radio business. 

Our policy henceforth will be that we will sell only 
to recognized, established retailers with whom we have a 
specific written contract and to whom we will give ex- 
clusive representation in the community, serving the re- 
tailer on such lines as we offer as distributors. 


* %*+ * 


A. B. Barry, St. Paul Electric Co., St. Paul, Minn.— 
To stimulate radio sales during the summer, the St. 
Paul Electric Co. is going to actively keep in touch 
with the trade by sales letters and bulletins in order 
to keep the dealer thoroughly enthusiastic and alive 
to all the opportunities of radio sales during the summer 
months. We will feature especially the idea of portable 
sets for camps and the summer vacationist. 

We also plan to publish a small radio news bulletin. 
This bulletin will feature a radio set in each issue and 
contain sales news, sales suggestions and timely com- 
ments on radio. We believe that such sales helps wiil 
be of considerable value to the dealer. 

At the present time we are not traveling special radio 
salesmen. We depend on the regular supply salesmen to 
sell radio. However, we are planning on sending a 
special radio representative into the territory to form a 
personal contact with radio dealers and to analyze the 
radio situation in the territory. 

We sell the music dealer, both in the territory and the 
city. We find the music dealer in the small town a very 
good outlet. However, in the city we find it a little hard 
to sell the music dealer as he wants to buy at jobbers’ 
prices and have the jobber carry his stock. In a great 
many instances they want to be jobbers themselves. | 
think that ourselves, as well as other jobbers, are holding 
our own in the territory in competition with the music 
house dealer. The radio dealer seems to realize that the 
electrical jobber is the logical one for radio and the one 
from whom he can expect the most service and the kind 
of co-operation he wishes. 

The electrical dealers as a class in the territory are in 
our estimation improving in selling radio. We believe, 
however, the trend of radio selling is toward the more 
exclusive radio dealer and music dealer. 

* * * 


Sidney Neu, manager, radio department, Julius 
Andrae & Sons Co., Milwaukee, Wis.—At the present 
time, the responsibility for the summer slump rests to a 
great extent on the dealer and the jobbers’ salesmen. 

The dealer is responsible because he lays down on the 
The jobber’s 
salesman is responsible because he is too inclined to agree 


job satisfied that there is no business. 


with the dealer. 

If the salesman would ferret out one or possibly two 
dealers in each town who could be made to see the possi- 
bilities in taking advantage of the fact that the rest have 
gone fishing to push his sales, all would be well. He could 


then get this dealer to concentrate on his radio sales. 
One dealer who followed this plan sold 12 $200 sets last 
summer. 

The salesman should have nerve enough to sell exclu- 
sive dealers when necessary, and to say “no” to Jim 
Jones down the street, who insists on taking on the same 
line, and then leaving it die on his shelf, because as he 
says, “there is no summer business.” 

The electrical jobber must realize that he is on trial 
for his radio life. He must secure enough business to 
completely assure the radio manufacturer that he is the 
logical distributor, and he is, but he must prove it, and 
prove it fast. ‘To overcome the summer radio slump is 
a problem to which the jobber should give and must give 
considerably study. 

* * * 


L. R. Day, president and general manager of the 
Radio Specialty Co., Milwaukee, Wis.—We have plan- 
ned a constructive program to help the dealer increase 
his radio sales during the summer months. A series of 
advertisements are being put into the Milwaukee papers 
listing our dealers all over the state. This intensive work 
is proving not only a great help to the dealers but also 
is maintaining their enthusiasm as well. 

One hundred dollars spent constructively on the deal- 
ers, at this time, is a great deal better than losing the 
same $100 by loss of business. The manufacturer should 
also increase his advertising during the summer months. 
He certainly can appreciate that it is more desirable to 
help business in general by spending this money rather 
than to sit back and lose the same amount by merely 
accepting the summer slump as a necessary evil. 

* * * 


R. J. Mailhouse, Plymouth Electric Co., New Haven, 
Conn.—At this time of the year we think the 


jobber should watch his credit ledger very closely and 
keep his accounts in good shape, as he can only expect 
to stimulate sales and get business where his customers 
are in good standing. By watching his accounts very 
carefully at this period of the year and having the closest 
co-operation between the sales department and the credit 
department, not only may losses be avoided, but much 
wasted time and effort on the part of the sales force may 
be eliminated. 

We find that at this time of the year there is a ten- 
dency among dealers to neglect their business, their at- 
titude being that it is useless to use sales efforts when 
the public is apathetic toward radio. We find that con- 
tinued effort on the part of our salesmen helps to over- 
come this feeling. The jobber’s salesman should call on 
his customers just as often during this time of the year 
as in the busy season. He should be optimistic and do 
his best to get the dealer out of the seasonal pessimistic 
attitude which we find at this time. 

He should use this period of the year, when the dealer 
is not rushed, to go over his problems with him and find 
solutions for his financial and sales problems. The job- 
ber should devise schemes for stimulating sales on differ- 
ent lines and assist the dealer in carrying out these 
schemes. 

We do not believe that drastic price cutting throughout 
the dealer’s stock is a good means of stimulating sales. 
It has been so fully discussed that there is no need of 


going into the matter at this time. (Turn to Page 68.) 
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The Squealer 


He Is a Canker Sore in the Body of Any Business, But It Appears 
That His Way Is Hard and He Eventually 
Moves On 


By JAMES H. HUGHES 


Secretary, Crannell, Nugent & Kranzer 


F ALL the characters that make up an office, or 
any organization for that matter, there is none 
so contemptible or destructive as the squealer. 

In this class I do not include those who report thefts, 
disorganizers or undesirable employees, for that is a 
duty they owe to their employers. But I refer to the 
fellows who are continually carrying stories about this 
man or that, not to their fellow workers, but to the 
bosses, to the heads of de- 
partments or to those in 
authority who will listen 
to them. The effect of 
this practice, aside from its 
disorganizing _ influences, 
has been the means of cut- 
ting short the career of 
many a good man. 


In fact, there are not a 
few cases where men of 
considerable ability, prom- 
ising merchants in their 
lines, have fallen victims 
of this pest, whose ne- 
farious whisperings have 
undermined their better 
judgment, and _ rendered 
their futures, even their 
lives, practically hopeless. 

How often have men 
been summarily dismissed, 
when only one side of the 
case has been heard, the 
employer being fed up on 
trifling complaints until it 
appeared the accused were 
utter disapointments and 
not entitled to redress— - 
and who afterwards became successful business men. 

Some employees believe their only hope of success in 
any business is to cater to the boss, a head of a depart- 
ment or an officer of the company if he be approachable, 
and gradually introduce the tale-carrying practice. Em- 
ployers, as a rule, discountenance such advances, having 
too much regard for the morale of their organizations, 
and lose no time in eradicating the pests from their em- 
ploy. But there are those who having a hankering for 
gossip, encourage it, with the result that their organiza- 
tions are honey-combed with discontent, jealousy, de- 
ception and everything that tends to demoralize a busi- 
ness. 


He 


Immediately 


Whispers 


The squealer is always certain to exact secrecy as part 
of his services, because he is a coward. When he does 





*‘Home Work.” 


get a culprit, and it may be but a trifling offense which 
would have ordinarily been overlooked, he innocently ex- 
presses the deepest sympathy; yet down in his heart he 
knows his guilt and must feel the pangs of a criminal. 

Listen for a moment to half a stanza from Sir Walter 
Scott: 

“Oh what a tangled web we weave, 
When first we practice to deceive.”’ 
Our subject has little to 
* = say at sales or cabinet 
> | meetings, the latter em- 
bracing a conference of 
officers and heads of de- 
partments. But behind 
t closed doors, or when an 
opportunity presents _it- 
self, he is a ready talker, 
and cites the misdoings, 
however small, of his asso- 
ciates with surprising elo- 
quence. 

We find him showing up 
the errors of his associates, 
telling of their escapades, 
their domestic troubles, 
their frivolities. Not stop- 
ping here, his observant 
eye reaches the men higher 
up, till none escapes ; keep- 
ing all on edge, as it were, 
not knowing what will hap- 
pen next. 

The feeling of nervous- 
ness is always at a high 
pitch with the squealer, for 
he expects a sky-rocket ex- 
plosion at any old time, 
and indeed he knows the boys will place the responsibil- 
ity at his door. 

He goes farther and sows discord among the officers, 
pitting one against the other, and thus the moral struc- 
ture of his house is reduced to a low order. One won- 
ders how concerns keep going under such disastrous 
handicaps. 

Suppose, for example, that a clerk finds it necessary 
to take work home in order to keep up with the routine, 
and his brief case bears evidence of the hours of eve- 
ning toil. The squealer gets busy and somehow discovers 
that among the “home work” appears a small collation, 
placed therein by the better half, because of a hasty 
breakfast. Without even attempting to ascertain if it 
is an exception rather than a practice, which is really 


™, 
i} 
: 
‘ 


His Findings About the 
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the case, he immediately whispers his findings—that the 
so-called “home work” of the conscientivus worker is 
really his lunch. 

Acquainted with costs and having a good knowledge 
of selling prices, he gives little assistance to a struggling 
quotation clerk or a 
“priceless” salesman; 
but when an order is 
received, and there’s 
an error in the fig- 
ures,—my, but the 
squealer gets busy 
and the boss has the 
transaction in_ his 
hands’ before the 
morning’s mail is dis- 
tributed. 

You cannot invite 
him anywhere with 
you, for you never 
know what report he 
will make of his ob- 
You can- 

in him, 


servations. 

not confide 
for he lives on break- 
ing confidences. You 
cannot co-operate 
with him, for his op- 
erations are with the 
boss alone. You can- 
not boast of a big 
order when he is present, that shows a big profit, for*he 
can mention dozens on which the profits were negligible. 
You do not ask him for his assistance in your work, for 
he is liable to tell the world how little you know. 

Is it any wonder that characters of this caliber never 
get beyond the office boy salary, and stand in the way 
of others getting ahead. When the employer is looking 
for a man to take charge of a certain department or to 
develop as a salesman, he looks far above the squealer’s 
head. Sometimes young men find it necessary to resign 
in order to advance, and many can charge the squealer 
as being the indirect means of their starting in busi- 
ness, whether for success or failure. 

Salesmen are often addicted to the habit of complain- 





Her Batting Average Is Good, Probably Because She Knows What Is 
Going On. 


ing, often times as an excuse for a lack of orders. The 
habit bears a close relationship to squealing. Complaints 
certainly show up our weak spots, and create the neces- 
sity for reforms, all for the good and success of busi- 
ness; but many a salesman antagonizes himself by re- 
porting petty or ri- 
diculous complaints 
which could 
been more satisfac- 
torily adjusted with 
the person respon- 
sible. When, 
ever, errors of this 
kind continue, then 
it is time to bring the 
matter to the proper 
authority for investi- 
gation and _ correc- 
tion. But salesmen, 
remember, you can’t 
slam a man _ unnec- 
essarily and expect 
any favors from him. 

The squealer is a 
canker sore in the 
body of any _busi- 
ness, and the won- 
der is how he holds 
on so long. Usually, 
his pull with a cer- 
tain member of the 
firm is responsible. I have noticed, however, that when 
his protector has gone he also has disappeared. 

As part of the story, the gentler sex is doing its share, 
for gossip begets trouble in as much as it has all the ear- 
marks of squealing. A woman’s position acquaints her 
with many important matters, both personal and com- 
mercial, and her companionship is often soght to get in- 
side information. Even the disdainful squealer extends 
many an invitation to her in the hopes that he may se- 
cure clues to further his work. While admitting she has 
made good in the office, and successfully replaced men 
in many positions, still she just must gossip, sometimes 
unaware of its harmful consequences. I do not consider 
her comparable to the sterner sex. (Turn to Page 52) 
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Electrical Supply Jobbers Association 


{Seventeenth Annual Convention, June 2 to 5 
and 
Annual Convention of the 
Westinghouse Agent Jobbers Association 
Week Ending May 30 
Both at the Homestead, Hot Springs, Va. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas, Okla- 
homa and Texas; Central States all between. 
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The Reflex Action of America 
Upon Europe 


America Pervades Europe as a Breath of Youth 


By DR. FRANK CRANE 


Europe that the people can be trusted, 

that to do so is not dangerous, that an- 
archy does not necessarily follow. Here is a 
government actually based on the will and wis- 
dom of the common 
man, the laborers and 
hoi polloi, and the re- 
sult is a tremendous 
prosperity. Every pop- 
ulace of Europe feels 
this, as one feels a fresh 
breeze, though they 
cannot quite decide 
what it means. 

The United States is 
also a huge, blazing pla- 
card in the western sky, 
advertising the entire 
uselessness of kings and 
all nobilities. Such 
things may endure in 
Europe for some years 
yet, but they are melt- 
ing away before the 
steady shine in America, 
as icebergs slowly crum- 
ble and drip away in the 
sun. 

America likewise per- 
vades Europe as a 
breath of youth. We 
sneer at youth for its 
bumptiousness, its loud- 
ness, its cocksureness 
and its mistaken enthusiasms, but we are afraid 
of the young fellows, just the same. So beneath 
the contempt which Europe has for our crude- 
ness lies a concealed dismay, a feeling of latent 
panic, that the sceptre of world leadership is 
surely passing over into the more vigorous hands 
of the New World. 

Another thing that America means is the 
coming dominance of commerce. Dollars and 


: MERICA is a living, undeniable proof to 
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cents are slowly superceding national honor and 
all sorts of divine rights. Some rail at this as a 
triumph of gross materialism. But the average 
man cannot resist the conclusion that he is going 
to have a better, fairer chance to live his life and 
to get his share of this 
world’s goods, pleasures 
and wisdom under the 
banner of the dollar 
mark than under the 
flag of any dynasty that 
has yet appeared. It is 
commerce that is stop- 
ping: war, curbing royal 
folly and blocking su- 
perstition. It is the 
world of commerce that 
is the true democracy, 
that never asks who is a 
man’s father, nor what 
is a man’s creed, but 
only—what can he do? 

And perhaps not the 
least spell which Amer- 
ican life casts upon Eu- 
rope is that of a new 
appreciation of woman. 
Nowhere on earth is a 
woman so free as in the 
United States. She has 
a better chance here for 
her own individual soul 
than anywhere or any 
time else. Little by little 
this fact, accompanied 
by the fact that the women are no worse, but 
much the better for it, and by the fact the rela- 
tions between the sexes are more happy and 
wholesome—this fact is seeping into the mind of 
Europe and is destined, in the near future, to 
bring about most profound changes in social 
life. 

Young and faulty, America still leads the 
way for the world. 
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Pictorial Review of Electrical 
Developments 


The Angell Memorial Hospital at Boston, 
is making first experiments with the actinic 
ray in the curing of animal distemper. ‘The 
light, which is similar to sunlight on the 
Alpine mountains, shortens the disease two 
weeks, it was found.—P. § 4A. 








Toying with T. N. T. is child’s play compared to the 
scientific pastime of Ray M. Palmer, of the University of 
California, who declares that 1,000,000 volts passing through 
his body make him quite “ticklish.” Spectators of his unusual 
stunt seemed more disturbed than did Palmer. 

The cylinder and ball at the left are a part of the 40-kilowatt 
high frequency coil included in the electrical laboratory of 
the university.—Aadel § Herbert. 


Dr. Quatta Woodbridge, psy- 
chologist, has evolved a method 
which he hopes will prolong youth 
indefinitely. Miss Julianne Johns- 
ton, English screen star, is shown 
above taking the treatment which 
consists of throwing the rays of 
artificial sunlight from several 
powerful lamps upon the subject, 
who has previously been placed in 
a condition of complete rhythmic 
relaxation.—_P. §& A. 
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Underground antenna at the home 
of Dr. James Harris Rogers, in- 
ventor of Hyattsville, Md., by means 
of which radio messages have been 
heard on the Pacific coast. Dr. 
Rogers believes this to be another 
proof that radio waves travel through 
the earth better than through the 
air. His underground antenna con- 
sists of one inch hollow copper tube 
resting on a glass rod incased and 
separated from the surrounding earth 
by ordinary large terra cotta drain 
pipe Photo shows an assistant of 
Dr. Rogers pointing out the antenna. 

Underwood § Underwood. 


Sr aay | 


: 


A bona fide beauty parlor for dogs, where 
fancy canines can have permanent waves, 
luxurious baths and other aids to beauty has 
been established in Los Angeles by Grace Dar- 
mond, film star, who has temporarily retired 
from the screen to personally ‘manage the 
unique institution. This picture shows Miss 
Darmond with the electric drving machine 
ministering to a dog.—P. & A. , 


Tears dimmed the eyes of Captain Robert 
Pike, aged 88, who helped Cyrus Field land his 
‘Trans-Atlantic Cable in 1856, as he com- 
fortably sat at Sailors Snug Harbor and 
watched a moving picture of the laying of the 
new high-speed cable, as is shown by the 
Western Electric Co—Underwood & Under- 


wood, 
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The Kent chemical laboratory at the University 
of Chicago where scientists are conducting a series 
of experiments in an attempt to change mercury 
into gold. The basic idea is that if one electron 
could be added to an atom of mercury and made 
a part of that atom, the atom would no longer be 
mercury but be go'd. However, if it does suc- 
ceed it will cost S100 or more to produce $5 worth 
of gold Underwood § Underwood. 


i 


| The photo shows a method used at the Bureau of Stand- 
ards at Washington, in which electric globes are tested for their 
candle power for use in the different government departments. 
The electric globe to be tested is put in the center of the large 
ball-shaped apparatus shown, this is painted white on the inside 
and the globe is suspended so that it will be directly in the center, 
so that a light ray can be reflected through to apparatus at which 
the operator is shown. The operator focuses on the light which 
works on an adjusted sliding rule, which figures out the average 
candlepower of the globes —P § 1. 


Harold Heide with a 
crystal radio receiving 
set made on a pipe stem 
by John Kott of the 
McPherson — playground 
of Chicago. This is one 
of thousands of radio 
cry stal receiving sets en 
tered in a contest being 
conducted by the Chicago 
publie schools and play- 
grounds. Each set must 
be hand made, tuned it 
en a local station, and 
total cost limited to 
S1.50.—lU'nderwood & Un- 


de rivood, 





THE JOBBER’S SALESMAN 


Walter Hoagland 


Central District Manager, Western Electric Co., Chicago, III. 
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MEN YOU SHOULD KNOW 


Walter Hoagland 


OMEBODY made a rather neat statement about 
S Walter Hoagland once upon a time that most of his 

friends will no doubt say describes him quite ac- 
curately. It was this: 

“If there were 50 or 60 men in a room, the last man 
you would see or hear from in the crowd, if you found 
him at all, would be Walter Hoagland. If something 
startling or of a calamitous 


Central District Manager 
Western Electric Co. 


was occupied successively by F. A. Ketcham and G. E. 
Cullinan, now general manager and general sales manager 
respectively, located at New York. Within its walls, 
electrical history has been made. 

Walter Hoagland, as above stated, holds the dual 
position of Central District manager and manager of 
the Chicago Supply House of the Western Electric Co. 

The Chicago House is the 





nature were to happen sud- 
denly in that room, the only 
man who would know the right 
thing to do and do it instantly 
would be Walter Hoagland.” 
We are dealing now with 
that reticent, modest type of 
thinker rather than _ talker, 
who maintains in all sincerity 
that his life has been abso- 
lutely colorless; that nothing 
ever happened to him or ever 
will that would in any way 
interest any other living man. 
To get a statement from him, 
personally, that would any 
more than say:—“I am, I 
exist, I have existed since the 
year 1879—” and yet stay 
within the law of the land, 
which prohibits stimulation of 
the narrative powers, can’t be 
done. But there are other 
ways of going about it, over 
at the Western Electric Co. in 
Chicago, where he presides as 
Chicago manager and _ also 


turn. 


day, his 


the country. 





Says Little 
Does Much 


Bur because he is quiet don’t 
think you can put anything 
over on Walter Hoagland. 
pursues a course of unfaltering 
squareness toward those with 
whom he comes in contact, and 
he exacts the same thing in re- 
Rated as one of the best 
supply men in the business to- 
success 
through a profound knowledge 
of materials and men gained 
through 25 years of experience 
in the electric jobbing business. 
He started at the bottom and is 
now very hear the top in the 
largest jobbing organization in 


largest of the Western Elec- 
tric houses. The Central Dis- 
trict embraces the Chicago and 
Minneapolis main houses, St. 
Paul and Duluth which are 
branches of the Minneapolis 
house and Milwaukee, Indiana- 
polis, Grand Rapids and 
Davenport, which are branches 
of the Chicago House. 

The territory is large, the 
annual business runs into many 
millions of dollars and _ the 
position is one of great res- 
ponsibility. By what course 
did he arrive at it? The 
simple one of starting at the 
bottom, as most jobber sales- 
men do, sticking to the job and 
using common horse sense in 
his ways of thinking and doing 
things. He has been 25 years 
on the road to this success. 

While he was born in Wil- 
mington, Delaware, he is in 
reality a product of Chicago. 
His people moved there when 


He 


has come 








Central District manager of the 

Supply Department. In this great building on Clinton 
street, which was formerly the manufacturing head- 
quarters of the Western Electric Co. before they were 
moved to Hawthorne, I1l., but is now devoted to the job- 
bing end of the business, there are long and lofty corridors 
and many offices with men in them who have for long 
vears been associated with Walter Hoagland. There are 
his secretary who, being a woman, we will say has been 
with him blank number of years, the distinguished recep- 
tion man in the front office who has seen him come and 
go, and many others. Hoagland may think that he has 
had a colorless life, but if he could see the pleased ani- 
mation which lights up the faces of these friends when 
they talk of him, he would realize that there is such a 
thing as reflected color. 

The office in which he sits was built for Enos Barton, 
the founder of the company, and was used by Mr. Barton 
up until the time of his death. During this period it 
was the executive office of the company and in it were 
held all of the directors’ meetings and other conferences 


of an important nature. After Mr. Barton’s death, it 


he was nine years old and he 
was educated in the public and high schools of that city 
By his own choice, he went to work as soon as he finished 
high school, and started with the Western Electric Co. 
in the store as billing clerk. Then he became sales cor 
respondent, next specialist on heating devices, fans and 
like equipment, leading him eventually to the positions of 
assistant sales manager and sales manager of the Chicago 
House. In the last position he remained until about two 
years ago, when, through the regular Western Electric 
process of advancing competent men he came into his 
present position. 

In so far as the lines are concerned, Hoagland is rated, 
even by his competitors, as one of the best supply men 
in the business today. His success has come largely 
through knowing materials and men. He knows. per- 
sonally, the majority of the salesmen in the various 
houses and branches over which he has jurisdiction. 
Coupled with this far-reaching fundamental knowledge 
is a soundness of judgment and great ability to “get to 
the bottom of things’? that make the real executive. 


A man in the electrical busi- (Turn to Page 72) 
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Hints for Your 





Customers 


People Get the Spring Buying 
Fever in May 








A White Bag Campaign 
‘HEN salesmen sent out by an electrical dealer in 
Erie, Pa., appeared at the housewife’s door, they 


were admitted without any hesitation. The secret lay 
in the bag of spotless white that each one carried—it 
was not only different, but this white bag had been 
featured for weeks until all the housewives in town were 
curious to know what was inside of them. With the 
first difficulty overcome—that of getting inside the door 
—the salesman satisfied the housewife’s curiosity when 
he took his electrical pamphlets, and small appliances 
out of the mysterious white bag. 

Suggest to the dealer that he begin his advertising 
three or four weeks before he intends to send out his 
canvassers. He can go to an attic artist and get him to 
make drawings of ‘several sizes of white bags. From 
these he can have cheap zinc plates made for his news- 
paper publicity. The first week suggest his putting in 
a picture of the smallest bag—and at the same time have 
several locals, such as: “Watch out for the white bag 
salesman!” “Who carries the white bag?” etc. The 
next week run the cut of the next size bag and so on 
for several weeks, always omitting any mention or ref- 
erence to his store. The fun is in keeping this a secret. 

When the dealer is ready to put on his campaign, he 
should provide his canvassers with white bags. They 
could be made to order of cheap material, or it would be 
possible to stain old traveling bags for the purpose. The 
campaign can be centered on one article of merchandise 
—the vacuum cleaner to keep the house spotless after 
the spring house cleaning—lamps to fill in spaces left 
from the removal of old lamps or odd bric-a-brac that 
doesn’t survive the cleanup—or small appliances for 
milady’s home beauty shop. It does not matter so much 
what he. is trying to sell. For once he is welcomed into 
the home; even more, the housewife looks forward to 
the coming of the “white-bag salesman.” 





The Over-worked Wife Takes Notice of This 
Window 


URING the dull days of the winter months, the 


housewife didn’t think so much of staying 
in the house and working. But along comes 
May, just the time when she wants to be out 


in her garden, or off on an all day’s picnic, or 
dressed up in her new spring frock to just go “over 
town” of an afternoon, or calling on friends. This 
is just the season to talk about labor saving devices for 


her. She is weary of drudgery, having an overdose of 
cleaning in April. It is in this half-rebellious mood that 
a dealer can draw her attention to his window display of 
washers, ironers, cleaners, etc. Tell the dealer about 
this caption used by a contractor-dealer in Omaha, Ne- 
braska—“Are You Working For Your Husband’s Second 
Wife?” He featured this on a big banner hung across 
the top of his window. The display itself was of the 
contrast variety—the old-fashioned washboard on the one 
side and the electric washing machine on the other; with 
this difference—the figure of the worn-out woman was 
labeled “His first wife’—and the fresh person sitting 
at her ease in a rocker on the other side was labeled, ‘His 
second wife.’”’ The women stopped before this window, 
for it made them think twice. And the men stopped. 
too; they were thoughtful as they walked away, while 
some of them came inside to inquire prices. This dealer 
used this same caption, “Are you working for your hus- 
band’s second wife,” at the head of a letter sent out to 
all his women customers. He ran it in the paper among 
the locals, just that way. He headed his ad with it; 
using the same idea as his window display, with pictures 
of the old and new way of doing housework—the first wife 
breaking under the drudgery and the second wife going 
motoring on wash-day. If your dealer has no cuts have 
him ask the local newspaper for something appropriate, 
as the newspaper office generally has a large supply of 
miscellaneous cuts on hand. 





An Entering Wedge For Selling to the Schools 


IGH school girls are always glad of an excuse to 
leave school for any special expedition with their 
teachers, especially when May weather makes it twice as 
hard to get down to regular work. These girls of teen- 
age would welcome an invitation from their local electrical 
dealer to visit his store for a special demonstration— 
say of electrical cooking. Talk over the possibility of 
such a plan with your dealers, and suggest to them the 
steps to take in arranging and managing such a demon- 
stration, and the advantages of it from the dealer’s point 
of view. 

If your dealers have not co-operated with the Home 
Economics Department (still called Domestic Science in 
some schools) this is a good time of year to begin. Plans 
are being made for next year’s improvements, or will be 
made soon. The board is either considering a new Home 


Economics Department, or is considering new equiv- 
ment for one already installed. 


(Turn to Page 54) 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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F. A. Wiebe Made Vice- Carolina States Establishes § Frank Hagerman Loses Brother 
President Branch Perry Hagerman, a brother of I. 
F. A. Wiebe, has succeeded Eu- The Carolina States Electric Co., S. Hagerman, sales manager, Elec- 


gene J. Spencer as vice-president of 
the Brown & Hall Supply Co., St. 
Louis, Mo. Mr. Spencer is now presi- 
dent of the Ornamental Lighting 
Manufacturing & Sales Co., 1177 Ar- 
cade building, St. Louis, Mo. 
* * * 
Frank Greusel’s Boy Meets 
With Fatal Accident 


A sad accident occurred in Milwau- 
kee on April 12, when Robert, the 
only son of F. W. Greusel, president 
of the G-Q Electric Co., was killed 
Robert, just a 
had passed his 


by an automobile. 
few months since, 
twelfth birthday. He was a regular 
attendant at St. Mark’s Episcopal 
Sunday School and instead of accom- 
panying his father and mother, who 
had accepted an invitation to spend 
the day in Chicago, remained with 
friends. so as to attend the Sunday 
School The accident  oc- 
curred while he was on his way there. 
The following Sunday he would have 
completed his eighth consecutive year 
without missing a session, which is 
quite a record for a boy of his age. 
The verdict of the coroner was that 
it was ‘“‘an unavoidable accident,” al- 
though there were no known witnesses 
excepting the sister of the man driv- 
Death occurred 


session. 


ing the automobile. 
almost instantly. 
The shock to the parents can well 
be imagined and they are both at the 
Battle Creek sanitarium for treat- 
ment where they will probably remain 
for the next few weeks. 
* * * 
Braid Electric a Westinghouse 
Jobber 
The Braid Electric Co., of Nash- 
ville, Tenn., has recently been ap- 
pointed distributor for the Westing- 
house Electric and Manufacturing 
Co. and announces the opening of a 
Westinghouse factory office under 
the supervision of R. R. Shedd, for- 
of the Chattanooga, Tenn., 


merly 


office. 





of Charlotte, N. C., has opened a 
branch house at Spartenberg, S. C. 
Jack Baer, who is well known in 
electrical jobbing circles in that ter- 
ritory, will be in charge as manager. 
Incidentally, the Carolina States 
company, as Westinghouse agent 
jobber, has been very successful in 
putting on a campaign with the 
Southern Public Utility Co. 
. * 2 
Treadway Moves 

Larger quarters have been secured 
by the Treadway Electric Co., of 
Little Rock, Ark., at 206 Scott street. 
This information was sent by T. C. 
Treadway, who advised at the time 
that they were to be moved by April 
15. <A more detailed description of 
the new quarters will appear later. 








‘Here is Carl Thalman, sales manager of 
the Boggis-Johnson Electric Co., Milwau- 
kee, Wis., getting the full support of his 
organization. Art Thorn in charge of 
the shipping department is on his right, 
while Ed Hoge, store manager supports 
the left wing. Carl says the picture should 
be called “The Spirit of Co-operation,” or 
“The Three Musty Tears,” 


tric Appliance Co., Chicago, died 
Tuesday, April 21, after a short ili- 
ness of only four days. The many 
friends of Frank Hagerman sym- 
pathize with him in his loss. 

* * * 


Wilbraham Presides in Chicago 
Electric Club’s New Quarters 


F. C. Wilbraham, who for nine 
years was associated with the Illinois 
Electric Co., has been appointed 
manager of the Electric Club of Chi- 
cago. The club formally opened its 
new quarters at 30 N. Dearborn 
street, with a luncheon on Tuesday, 


April 14. F. M. Feiker, operating 
vice-president of the Society for 
Electrical Development, talked on, 


“The Co-operation of the Various 
Units of the Electrical Industry.” 
J. M. Pierce, president of the Pierce 
Electric Co., Chicago, spoke on “The 
Development and Co-ordination of the 
Local Group.” Paul Koch, former 
president of the club reviewed its 
history and progress. Major Samuel 
Todd, president of the club, intro- 
duced the speakers. Over 200 mem- 
bers were present and were well 
pleased with the spacious, luxrious 
quarters. 


* * * 


Granite Staters Prospering 

G. D. Montgomery, Jr., of the 
Eastern Electric Supply Co., Port- 
land, Me., reports that they have re- 
cently acquired the services of George 
H. Parker who will handle both radio 
and electrical supplies in the state of 
Maine. He is an addition to a force 
that already numbers five salesmen 
traveling both Maine and New Hamp- 
shire. 

They are expecting a fine business 
this coming year in both states and 
have just taken the “1900” washer 
on an exclusive basis. This line. 
coupled with the ‘“Laun-Dry-ette” 
washer, promises to be a very greit 
stimulus to their business, 
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Get Behind a Standard Line 
of Safety Switches 





WK-55 


“ae demand for Westinghouse 
WK Safety Switches is increasing 
daily. Architects, plant engineers and 
executives, and other purchasers of 
safety switches have become familiar 
with WK quality and are specifying 
WkK switches for every variety of 
switch application. 


Safety of operation, simplicity of design, 
and assurance of continuous service 
are the reason for this preference. 


Every WK Safety Switch sold is a 
salesman for a repeat order. 


The booklet, The ABC of Safety 
Switches, is a condensed education on 
safety switch design and application. 
It will help you solve your customers’ 
switch problems. Mail the coupon. 


Westinghouse Electric & Manufacturing Company 
Merchandising Department 
Mansfield Works Mansfield, Ohio 
Sales Offices in All Principal Cities of 
the United States and Foreign Countries 


X80650 
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Missouri River Club Holds 
Successful Meeting 
A well attended meeting of the Mis- 
River Club was held at the 
Elms Hotel in Excelsior Springs, 
Mo., April 9 and 10. L. E. Reid is 
chairman and his opening remarks in- 
troduced a program of exceptionally 


souri 


live subjects. 

“How Can We Best Conserve the 
Electrical Business for the Electrical 
Supply Jobbers (Shall We Become 
Door Bell Pushers)?” This sounds 
interesting and it was made so by 
leaders H. W. Goodell, G. W. Johns- 
ton, H. C. Downing and F. L. Funs- 
ton. The remarks had to do primarily 
with that type of jobber, medium size, 
who, through concentrated effort, and 
having his salesman practically live 
with the contractor dealer, is able to 
do a constructive job of merchan- 
dising and servicing. 

“Is it Advisable for the Jobber to 
Avoid Duplication of Parallel Lines 
of Stock?” This much discussed 
question was gone over again, under 
the guidance of Ed. Collins, W. B. 
Satterlee, George Corras and L. W. 
Korsmeyer. And as usual, there was 
about a 50-50 division of opinion. 

Radio 
tion, and the question as to whether 
the electrical supply jobber is prov- 
ing himself the logical means of dis- 
tribution was analyzed quite thor- 


received considerable atten- 














Herb Wilson of the F. W. Wakefield Brass Co. was kind enough to send in these 
pictures of several of his jobber friends. The one on the left is Harry L. Rice, sales- 


man for the B-R Electric Co., Kansas City, Mo. $ 
In the middle is J. B. Morgan of the Mid-West Electric Co., Omaha, Neb. on 
It is understood that he talked them into an order 


pocket. 
his way to talk to a school board. 
for “Red Spots”. 


As usual he has the order in his 


Any manufacturer who holds the opinion that a jobber salesman 


never does anything but stick his head in the door and yell, “Hello Bill, need any wire 
today,” should take another look at this salesman. On the right is the energetic 
manager of the Western Electric Co., Davenport, Ia.,—E. L. Johnson. 





oughly. A. J. Cole, M. B. Hall, 
A. J. MeGovern and W. F. Cleveland 
led this discussion which centered 
around three points—(a) What can 
the distributors do to improve the 
condition of the radio retail dealers? 
(b) What is the future? (c) Manu- 
facturer’s viewpoint. 

The Electrical League as an in- 
dustry builder and how it can best 
be used for that purpose was appro- 
priately given a place on the pro- 
gram, A. D. Barber, J. H. Gleason, 


























If Bill Shakespeare had ever heard of Mrs. Louis B. Green of San Diego, Cal, 


he might have created a “Portia” of the electrical industry. 


Mrs. Green is the 


first woman to take and pass the city examination in San Diego for master electri- 


cian and is one of the few women master electricians in the country. 


City ordi- 


nances require that there must be a master electrician connected with an electrical 


supply business such as Mrs. Green conducts. 


She had considerable difficulty em- 


ploying a master electrician that was satisfactory and decided to fill the place her- 
self. The smiling chap on the right is Don Stratton, salesman of the Myers Electric 
Supply Co. of Los Angeles. 
by Mrs. Green. 


On the left is B. H. Fisher, an electrician employed 





J. L. Buchanan and S. H. Simonson 
being chosen as leaders in the dis 
cussion. 

One of the most important sub 
jects was that of the syndicating of 
central station properties. Ways and 
means were considered as to action 
that could be taken to hold this 
business for the electrical jobber, and 
W. B. De Forest, J. B. Terry, W. W. 
Low and C. E. Brown were named 
to cover the subject. 

The “Outlook for 1925” closed th: 
regular program and men like F. M 
Bernardin, W. R. Davis, W. P. Hoag 
land and R. C. Fields expressed their 
views which were for a good year 
but without spectacular achievements. 

Excitement centered around th: 
golf tournament as usual and _ this 
vear H. N. Goodell was successful in 
the handicap medal play for the Mis 
souri River Club Cup. 


* * * 


Jobbers Issue Catalogues 


The Florida Electric Supply Co., 0: 
Jacksonville and Tampa, Fla., re 
cently brought out a new electrica! 
supply catalogue. The cover is of th: 
regular G-E color combination and th: 
book has 368 pages. 

The Southwest General Electri: 
Co., Dallas, Houston, San Antonio, E 
Paso, Tex., and Oklahoma City an 
Tulsa, Okla., also brought out a nev 
electrical catalogue containing 51: 
pages. The cover of this book i 
lighter than the regular G-E combi 
nation. 

Both catalogues are built on the nev 
Donnelly unit section plan. 
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ANNOUNCEMENT! 


You will be pleased to note the announcement of our 
new jobber’s policy on illuminating glassware, table 
and boudoir lamps and torchieres. 


This jobber’s line of illuminating glassware is very 
complete, covering decorated residential lighting 
glass, plain and decorated units, reflectors and sta- 
ple items in new shapes and designs. 


One of the principal features of the jobber’s line 
is, that it is short and concise, permitting the jobber 
to stock the entire assortment at a nominal investment. 


On the jobber’s line of table lamps consisting of five 
16” lamps with assorted decorated glass shades, the 
quality plus the price will produce a volume of profit 
for the jobber unheard of heretofore. This also applies 
to boudoir lamps, six in number, assorted decorated 
shades, which will prove a business getter for the job- 
ber at a fine margin of profit. 


Our new catalog, now on the press, will be an inno- 
vation in the way of illustrating and listing illuminat- 
ing glassware and lamps. 


: The illuminating glassware will be packed in cartons, 
also the assortment of lamps consistent with good 
. packing. 

This jobber’s policy means protection, cooperation, 
and service in every sense the words imply. 


Mr. Fred E. Chambers, recently appointed General 
Sales Manager of our company, assures you of our 
complete cooperation at all times. 


We know that you will be interested in a real jobber’s 
policy. Send us your inquiries and orders and ask for 
new jobber’s catalog No. 25, also further information 
of assured jobber’s policy. 


THE JEFFERSON Gtass Co. 


FOLLANSBEE, W. VA. 
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Boggis-Johnson Take On 
Ranges 
The Boggis-Johnson Electric Co., 
346 East Water street, Milwaukee, 
Wis., has just taken on the L. & H. 
Quite an at- 
tractive display room has been ar- 


line of electric ranges. 


ranged in which the ranges will be 
shown to their best advantages. 
* * * 
News of the Salesmen 
Ira J. 
Robertson-Cataract Electric Co., 
Utica, N. Y., has become affiliated 
with the Newark Electrical Supply 
Co., Newark, N. J. Wilson Craw- 
ford, Jr., has taken over the duties of 
Mr. Leonard with the Robertson-Cat- 
aract Electric Co. 


Leonard, formerly with the 


V. K. Moore is now in the lamp 
department of the Commercial Elec- 
tric Supply Co., Toledo, O. Leo V. 
W. Guentzler have 
also been added to the sales force to 
take of trade. Mr. 
Guentzler was formerly with the Re- 
public Electric Co., Cleveland, O. 

The Duluth Electrical Supply Co., 
Duluth, Minn., have employed W. J. 
Victor Pa- 


towsky has been added to the radio de- 


Trotter and E. 


care counter 


Smith as city salesman. 


partment of the retail store. 


The Interstate Electric Co., of 
Shreveport, La., has added T. W. 
Musgrove to its sales force. He 


will travel northern Louisiana and 
southeast Arkansas. 

M. E. Stowers has succeeded H. E. 
Wilson in the San Antonio, Tex., of- 
fice of the Western Electric Co. Mr. 
Wilson has returned to the Dallas, 


Tex., office. 


Henry Newman has been added 
to the sales force of the Lindley 
Electric Supply Co., of Philadelphia. 
He was formerly with H. C. Rob- 
erts and also the Philadelphia Elec- 
tric Co., (Supply Department). 

Two new men have been added to 
the sales organization of the Rumsey 
Electric Co., of Philadelphia. They 
are H. D. Baker, a specialty man 
on appliances, and R. H. Hammond, 
radio specialist in New Jersey. 


They are moving up in the Com- 
mercial Electric Supply Company, 
Detroit. J. D. Brookman has been 
promoted from counter man to out- 
side salesman to take the place of 
A. Craig, industrial salesman, who 
resigned. Brookman’s place at the 
counter has been taken by F. L. 
Mills, who was formerly with the 
Commercial Electrical Supply Co. of 
St. Louis, Mo. 


Ed. Schaefer will look after the 
counter trade and A. Leibes will 
take charge of the fixture depart- 
ment of the California Electric Sup- 
ply Co., San Francisco, Calif. Leibes 
was formerly with the Incandescent 
Supply Co. 


The Syracuse Supply Co., Syra- 
cuse, N. Y., reports the addition of 
Paul Livingston to its sales force. 
D. G. Geyer is now manager of its 
electric department in place of E. 
M. Cuddy, who has resigned. 

Andrew Gannon is now one of the 
hustling salesmen of the Bunnell- 
Stevens Co., Binghamton, N. Y. 


The sales force of the Langstadt- 
Meyer Co., Fond du Lac, Wis., has 











This is the new Western Electric distributing house recently opened in Kansas 


City, Mo. 


The building contains 44,000 sq. 
of the first house established there in 1903. 


ft. of floor space as against 2,500 sq. ft. 








Two heavy-weights in the jobbing busi- 
ness—M. A. Pixley, president and general 
manager, Erner & Hopkins Co., Columbus, 
O., and his illustrious son, “Butch” Pixley, 
one-time All-American guard on the Ohio 
State University team. This picture, how- 
ever, was taken back in High School days, 
before Butch got his growth. He is now 
a jobber salesman with his father’s com- 
pany, specializing in Kelvinators. It’s a 
cold day when he can’t sell one of these 
artificial ice-boxes so they say. 





been strengthened by the addition of 
EK. Mulroney and C. Loomans. 

Ray Jackson and P. H. Markley 
now have positions as outside sales- 
men for the Charles E. Hayes Co., 
Springfield, Mass. N. Crawley and 
J. H. Day are counter men. 

G. M. Jonas and F. R. Army are 
now employed as salesmen by the 
Columbian Electrical Co., Kansas 
City, Mo. ; 

Cabell-Irby Co., Jackson, Miss., 
has employed a new 
J. A. Featherstone. 

R. A. Wyman, who has been em- 
ployed by the Duluth Electrical Sup- 
plies Co., Duluth, Minn., for the last 
eight years has now been put on the 
road as special fixture salesman. 


salesman in 


C. M. Lewis is now manager of 
the radio department of the B-R 
Electric Co., Kansas City, Mo., in 
place of R. T. Crawley, who is no 
longer with the company. 

Walter Herron now holds the posi- 
tion of counter man for the Tread- 
way Electric Co., Little Rock, Ark. 

The Protective Electrical Supply 
Co., Fort Wayne, Ind., reports the 
addition of Paul Witesman as sales- 
man. 
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UST as the mirror reflects the likeness of the inost exquisite surround- 
ings, Connecticut-Bakelite Wiring Devices reflect good taste, and lend a 

quiet tone of refinement to the most perfectly decorated interiors. 
There is such a vast difference between the old-style push button switch, 
with its unsightly metal plate, as compared with the New Connecticut Toggle 
Switch, and its rich brown eggshell finished plate, of Genuine Bakelite—that 
the slight additional cost is secondary. 
The elimination of all exposed metal parts, makes Connecticut Switches 
and Convenience Outlets absolutely “ shock-proof”’ from careless installa- 
tions, or defective wiring. 
For eighteen years, Connecticut Wiring Devices have been specified by 
Architects, where only dependable devices are recognized. 


A four colored pamphlet will be sent on request 


THE CONNECTICUT ELECTRIC MFG. CO. 
© © 


MAIN OFFICE AND FACTORY: BRIDGEPORT, CONN. 
New York Chicago San Francisco 


CONNECTICUT “A-1" DEVICES 
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4. 
>. 
6. 
A 
CATALOG NO. 42211 8. 
2 circuit entrance with main door open showing con- 7 
struction of line switch and current meter testin 
roiciomantat switch. ' 10. 
11. 
12. 
“An American Product” 
‘3, 
14. 
73. 
16. 
‘7. 
18. 
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The American Safety Entrance 
Design:— 


Supreme in appearance. 


Insulating bases made of unbreakable molded in- 


sulation. 
Renew circuit fuses with 100% safety. 


Spring catch to hold main cover in closed posi- 
tion. 


Positive acting catch to hold fuse door closed. 
No concentric or combination knockouts. 
Card Holder. 

Front operated. 

Lock off device on line switch. 

Positive indicating. 

Meter test clips and disconnecting switch. 


Provided with twist-out in side to accommodate 
troughs for gang jobs. 


Copper ground lug furnished for connecting to 
ground. 


Ends, sides and bottom formed from one piece 
of steel with corners welded with opening pro- 
vided for shutter type meter trim. 


Every unit shipped with blank plate in meter 
opening. (Eliminates accumulation of dirt, plas- 
ter, etc., in cabinet while finishing job and before 
setting meter. ) 


Wiring diagram showing all connections and 
busses plainly. 


Trough designed with flanges interlocking with 
cabinet holding them securely together without 
the use of screws. Cover of trough snaps se- 
curely in place. 


Line connection buss for connecting line ter- 
minals to line wires. (Eliminates soldering and 


splicing. ) 


REMEMBER—No Breakable Insula- 


CATALOG NO. 42211 


2 circuit entrance with distribution fuse door open 
showing easy access to load fuses. 


tion (Porcelain) used in construction 
of this device. 





THE AMERICAN 


ELECTRIC SWITCH CO. 


Manufacturers of Electric Switches 
GENERAL OFFICES AND WORKS AT MINERVA, OHIO 


DISTRICT OFFICES IN PRINCIPAL CITIES 
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Robertson-Cataract Has 
Birthday 
A smashing advertisement, seven 
columns wide and a page deep, came 
out in the Buffalo papers, April 15, 
telling of the 30th Anniversary of the 
Robertson-Cataract Electric Co. 


With a capital of but $60, James D. 
Robertson started the Robertson 
Electric Co., in 1895. Space enough 
for a desk and workbench 
cured in the office of Howard Win- 
ship, then located at 10 S. Division 
street, Buffalo. The next year, Mr. 
Winship moved his office to the White 
building. The desk and workbench 
went with him to the new quarters. 

In 1897, Mr. Robertson rented the 
basement at 13 Niagara street as an 
office and workshop. In 1898, Wil- 
liam E. Robertson, a brother, joined 


was se- 


him, 


Outgrowing its basement home, the 
company in 1901 moved to 190 Main 
street. One year later it moved again 
to 15-21 The 
mained until when more 
quate taken in the 
building at 37 Court street. 

Having the 
Electric Co., the Robertson Electric 


Terrace where it re- 
1909, 


quarters 


ade- 
were 


absorbed Cataract 











We don’t know whether “Schmittie” is 
posing as the “God of Light” or just trying 
to show off the Lawrence kitchen units, 
with which The F. D. Lawrence Electric 
Co., of Cincinnati, O., are putting on a 
kitchen lighting campaign. Incidentally, 
“Schmittie’s” name is Emil G. Schmitt. 





Co., now became the Robertson- 
Cataract Electric Co. 

In 1916, the new building at Mo- 
hawk and Elmwood was completed 
and occupied. 


* * * 


Stubbs New Chairman Pacific 
Coast Division 

O. B. Stubbs, president of the 
Stubbs’ Electric Co., Portland, Ore., 
was elected chairman of the Pacific 
Coast division of the Electrical Supply 
Jobbers Association at the recent con- 
vention at Del Monte, Calif. Mr. 
Stubbs was born in Lawrence, Mass., 
and received his education at Concord, 
N. H., graduating in civil engineering. 
He came West in 1883 and became as- 
sociated with the chief engineer of the 
old Oregon Steam Navigation Co., 
which was the forerunner of the 
Oregon-Washington Railroad & Navi- 
gation Co., the western link of the 
Union Pacific system. The original 
company operated boats between 
Astoria, Ore., and Celilo Falls on the 
Columbia River with a short rail port- 
age by-passing the cascades at the site 
of the present Cascade Locks. Mr. 
Stubbs later worked for a time on the 
Cascade Locks project. In 1896 he 
started an electrical contracting busi- 
ness in Portland. His first large job 
was the installation of the electrical 
equipment on a government ship used 
for transporting horses to Manila 
during the Spanish-American War. 
He later took on the retailing of elec- 
trical appliances, and finally in 1910 
entered the jobbing field, in which he 
has established his company as one of 
the leading electrical jobbers of the 


Northwest. 
* * * 


Extensive Changes in Varney 
Organization 

A considerable change has_ been 
made in organization of the Varney 
Electrical Supply Co., both in the 
main house at Indianapolis and the 
branch house in Evansville, Ind. 

Geo. Baily, who for the past two 
years has been manager, has left to 
take up other work with the Westing- 
house company. As the organization 
now stands B. W. Clark is president; 
A. M. Collins, vice-president and 
treasurer; C. L. Callender, manager 
and assistant treasurer; C. A. Fay, 
sales manager. J. H. Richards is 
now manager of the Evansville 
branch, taking the place of O. L. Fer- 
guson, who is no longer with the 
company. 








“Duke” 


On the left is the 
other words, N. C. Duke, supply salesman. 
In the center is C. N. Hunt, radio salesman 


himself, in 


and last but not least is A. R. Fennell, 
one of the old timers in the supply busi- 
ness. The above are with the Geo. H. 
Wahn Co., Boston, Mass. We don’t know 
whether we owe them an apology, or paid 
them a compliment by confusing their 
names with three of their co-workers in 
the April issue. 


New Kansas City Jobber 


At a meeting held in the Muehl- 
bach Hotel, Kansas City, Mo., it is 





reported, a new electrical jobbing 
company was formed recently by 


J. C. O'Donnell, G. T. O'Donnell 
and F. A. Johnson, all three for- 
merly with the Funston Electric Co., 
of that city, and a Mr. Waldo. It 
is announced that the new firm is 
capitalized at $50,000—$35,000 paid 
in. Four salesmen will be employed 
at the start. 
- 2a 

Hudson-Ross Changes Quarters 

The Hudson-Ross Co., 123 W. 
Madison St., Chicago, which started 
in the radio supply business three 
years ago, has found it necessary, due 
to the rapid growth of business dur- 
ing this short period, to secure larger 
quarters. After May 1, this 
pany will be located at 116-118 S. 
Wells St. 

A feature of the new quarters will 
be a large display room, operated by 
trained men, in which will be demon- 
dealers the radio 


com- 


strated to sets 


handled. 
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Blumberg Become Westing- 

house Distributor 
The Morris Blumberg Electric Co., 
located at 327 Jefferson avenue East, 
Detroit, Mich., has recently been ap- 
pointed distributor for all the products 
of the Westinghouse Electric & Mfg. 
Co., of East Pittsburgh. 


* * * 


Changes in Personnel 


Mel Hirsch was appointed man- 
ager of the California Electric Sup- 
ply Co., San Francisco, Calif., on 
March 15 last. 

The electrical department of the 
Southern Equipment Co., San An- 
tonio, Tex., is now under the man- 
agement of J. G. Cummings, who is 
also manager of the radio department. 
He is assisted by E. E. Schmidt. 

F. Spickerman has been appointed 
branch manager at Fond du Lac, 
Wis., by the Langstadt-Meyer Co., 
whose headquarters are at Appleton, 
Wis. He replaces W. L. Dorndorfer. 

R. P. Girardin has been appointed 
office manager of the Sager Electric 
Co., Lynn., Mass. 

William Hogan has been ap- 
pointed vice-president and general 
manager of the Duluth Electrical 
Supplies Co., Duluth, Minn. | 

Quite a change in the organization 
of the Holt Electric Co., Jackson- 
ville, Fla., was made at a recent elec- 
tion. McPherson Holt was made 
president, replacing W. A. Holt, and 
W. G. Stedeford is the newly elected 
vice-president-treasurer. H. Water- 
house and C. M. Wilson were re- 
elected as vice-president-general 
manager and secretary respectively. 

een e¢ 


New Jobber in Dayton 


A new company has been organized 
to conduct a jobbing business in Day- 
ton, O., to be known as the Dayton 
Wholesale Electric Supply Co. The 
incorporators are C. E. Cheesman, 
president and Russell E. Wolfe, vice- 
Capitaliza- 
257 


president and treasurer. 
tion, $15,000. The location is 
Wayne Avenue. 

* * * 


H. A. Parsons to Manage Club 


H. A. Parsons has been appointed 
executive manager of the Electric 
Club of Philadelphia, Pa., by the 
board of governors of the club. He 
will devote his entire time and en- 
ergy to such activities as will prove 
of benefit to the electrical industry 


and the members of the organization! 





M. Lewis, star salesman for the United 
Supply Co., Dallas, Tex., caught in a 
moment of leisure in the well known atti- 
tude of “Spring is here.” 














Most of the fellows in the Buffalo 


Territory will recognize the two upper 
men in this picture. The one at the left, 
with the derby in his hand, is Frank 


Morris, sales manager of the Robertson- 
Cataract Electric Co., the other is ‘Bill’ 
James, sales manager of L. A. Wooley, 
Inc., both of Buffalo. What they are 


doing up there is a question; probably 
trying to sell their wives on the idea that 
they took the first train home. 








Foster-MacDonald Co. Taken 
Over 


The Wetmore-Savage Electric Sup- 
ply Co., Boston, Mass., has taken 
over the entire business of the Fos- 
ter-MacDonald Co., Boston, Mass. 
Almond Foster, former president of 
the Foster-MacDonald Co., as well as 
the entire personnel of his organiza- 
tion, including the salesmen, has be- 
come affiliated with the Wetmore- 
Savage Electric Supply Co. 


.* 2 ¢ 


Hayes in New Building 

The Charles E. Hayes Co., Spring- 
field, Mass., announces its removal to 
a new building at 189 Taylor street. 
This building has four floors and 
20,000 sq. ft. of space. There is a 
new fixture studio of eight rooms for 
the use of contractors, all fully fur- 


nished. 
k *K x 


Credit Association Meets 
in June 

A tentative program has already 
been issued by the National Electrical 
Credit Association, covering its 27th 
annual convention, which will be held 
in Atlantic City and Philadelphia, 
June 6 to 9. All will meet, register 
and hear the opening addresses and 
reports at the Marlborough-Blenheim 
in Atlantic City on Saturday, the 
sixth. They will stay over Sunday 
and enjoy some fishing and sailing 
parties, motor trips, etc., if they so 
desire. The sessions will then be re- 
sumed at the Bellevue-Stratford in 
Philadelphia on Monday. 


* * * 


Geo. McKeever Co. Takes 
Over Electric Sales Co. 

The Geo. McKeever Co., Columbus, 
O., took over the Electric Sales Co., 
Columbus, O., on March 1. Addi- 
tional warehouse space, including a 
spur track, has been acquired en- 
abling them to handle carload lot 
shipments. 

The Geo. McKeever Co. has retained 
Mr. Culbertson as lamp specialist, 
with Miss McKillip as his assistant; 
Mrs. McCleery in the credit depart- 
ment with Mrs. Wilson as her assist- 
ant, and Mr. Graham stores manager. 
with Mr. Ross as his assistant. 

O. L. Jeffries, former president of 
the Electric Sales Co., is now in the 
real estate building game, while M. F. 
Shaffer, former sales manager, is now 
with the Electric Sales Co., Canton, 
Ohio. 
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THESE INLAND ITEMs 


For 


a 7 






6003D12 
Bedroom Shade 














Inland in the 
Gold & Co. 
Department Store 


The artificial light in the new 
Gold & Co. department store at 
Lincoln, Nebraska, is furnished 
by No. 7016—6x16” S. W. Inland 
Units. Notice how well they 
harmonize with the_ interior 
motif of Lincoln’s quality mer- 
chandise center. 
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DECORATING TIME! 


In the Spring housewives’ 
thoughts turn to cleaning and 
decorating—it’s a time of many 
changes within and without the 
homes. 


Lighting glassware claims its 
share of their attention. Perhaps 
it’s cracked or the housewife has 
tired of the present shapes or 
colors. There’s a score of reasons 
for your dealers talking new glass- 
ware to their customers. 


Put them wise to this opportu- 
nity—Suggest Inland glassware. 
No. D1i2 is an especially attrac- 
tive one for both redecoration and 
new installations. 


Prompt shipments from stock 
—Ask for an Inland Illuminating 
Glassware Catalog. 


INLAND GLASS COMPANY 


6101 W. 65th St. 





Chicago, Illinois 
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long as your house-| 


of a two-color When the electric wiring system is built into your walls, see | 
S erl es in the that it is built to stay. The difference in cost between G-E and . 


unknown wiring materials is less than one-tenth of one per cent 


Saturday Fvening of the cost of the house. And the G-E wiring materials will 


Jast as long as the house stands. 


ost Don't just look at the price and sign the contract. Insist upon 
knowing the quality of the materials to be used—wire, the cable, 
rf O O O . O O O mice cide ahs outlets and the switches. It is not a matter 
will . / of technical mysteries, but as important for you to specify as the 
see 1t é color of your. walls. Insist upon G-E materials throughout your 
entire wiring system, and you know from your experience with 
other General Electric products that you have quality through- 
out. Study the plans. And specify G-E. 
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N the opposite page is the third 

of a series of ads running in 

color in the Saturday Evening Post. 

These ads are selling the public the 

idea of paying the electrical contrac- 

tor a few dollars more for G-E Wir- 
ing Materials. 


Make the ads in this great campaign 
work for you. Call the contractor’s 
attention to them. Explain to him 
that these ads are convincing the 
public that G-E quality material plus 
good workmanship means economy. 


Go out on a job with him and 
show him he can get his price—even 
against lower bidders—if he speci- 
fies a G-E wiring system for longer 
service and ultimate economy. 
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A compression spring 
—for lifetime service 


All through a G-E wiring system 
there are points of strength and 
efciency that help you to sell 
the contractor. 


One important point of long life 
is the compression spring inside a 
GE Tumbler Switch. Flip the 
switch—the spring is compressed 
for a moment, and then freed. 
This spring is normally free— 
never under tension except at the 
moment of use. It is made of the 
best music wire obtainable. And 
it insures positive action—long 
life—years of service from a GE 


Tumbler Switch. 
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Electricity Solves Farm Chore 
Problem 


After an experience of one year on 
a farm leased by the Southern Wis- 
consin Electric Co., Lake Geneva, 
Wis., an interesting report has been 
compiled in which it is proved that a 
saving of 76 hours a week on the av- 
erage dairy farm in Wisconsin may be 
accomplished by the use of electricity. 

The farm used consisted of 160 
acres equipped with the usual build- 
ings. Electrification was complete, in- 
cluding the refrigerator plant and the 
milk cooler. Washing machines, iron- 
ing machines, vacuum cleaners and 
other household devices were all op- 
erated by electricity at a savings to 
the farmer of approximately $38 per 
week. 

The big jobs of the farm were not 
attempted, but the chores were largely 
Power was purchased 
from a power company. 

* *% * 


Push This Idea—June is 
Upon Us 
The Society for Electrical Develop- 
ment has prepared a very attractive 
and complete assortment of advertis- 


eliminated. 


ing and publicity material to focus 
public attention upon electrical gifts 
for the bride. This includes striking 
window display effects, newspaper ad- 
vertising copy and literature for mail- 
ing. 

There are eight different items in 
the assortment of material which the 
Society is offering in combination 
packages ranging from about $50.00 
to $5.00 per package. 


This year the Society is featuring a 
window display panel, 2114 ins. by 
31 ins., the original for which was 
executed by a leading commercial 
artist. The reproduction will be in 
10 colors, with heavy board backing 
and easel, for use in both window dis- 
plays and interiors. 


Other selling helps include a full 
size, life-like, die-cut, five-color repro- 
duction of a bride on heavy board with 
easel back; an eight page, three-color 
envelope size gift suggestion folder; 
bride cutouts, 8 ins. high; two-color, 
7 in. by 12 in. window cards with sell- 
ing message; advertising material con- 
sisting of advertising suggestions, 
proofs and mats, lantern slides and a 
sales manual containing suggestions 














Attractive June Bride Window by the Society for Electrical Development. 













on conducting a campaign includin; 
window display ideas and_ sellin; 
pointers. 

This material offers the industry ; 
splendid opportunity to mass its effort 
behind the selling of more electrica 
appliances as bridal gifts and as gifts 
for the fourth (electrical) wedding an 
niversary. Jewelers, florists and mer 
chants in other lines take every ad 
vantage of a special occasion such as 
this and the electrical merchant shoul 
do all in his power to meet this con 
petition. 

All of the material will be ready for 
delivery the first week of May in 
plenty of time for most effective use 
in June. 

For informative circular giving cou- 
plete prices and information about tlic 
material, write to The Society for 
Electrical Development, 522 Fifth 
avenue, N. Y. 

* * * 


How Price Cutting Increases 


“Overhead” 


It has often been proved that price 
cutting is detrimental both to buyer 
and to seller. It not only upsets a 
stable market, seldom resulting in 
lower prices to the ultimate consumer, 
but also increases the overhead ex- 
penses of the concerns which en 
deavor to build volume by under- 
cutting their competitors. 

The following data presented in 
the “Live Wire,’ shows the amount 
of additional volume sales which «re 
necessary to maintain an establislied 
percentage of profit on the selling 
price. It is a good thing to show t 
some of your dealers. 


~ 


On an established 15 per cent m: 
gin of gross profit a price cut of: 

Three per cent requires 25 per cn 
more volume in sales; 

Five per cent requires 50 per cn 
more volume in sales; 

Eight per cent requires 114 (ct 
cent more volume in sales; 

Ten per cent requires 200 per «°n 
more volume in sales; 

Twelve and one-half per cent re- 


= 
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Taking the 


INFLATIO 
out of 


Electric 





















Cleaner “Pricese 


This is an appeal to common sense in electric cleaner 
selling. It is written to those conscientious merchants 
who find joy and satisfaction in searching out real 
value for their trade. Many such merchants already 
know the cause of inflated prices in the cleaner in- 
dustry. They know it is the costly, cumbersome selling 
system under which most cleaners are sold. 


This system includes the big selling commissions and 
salaries paid to home and store demonstrators, cam- 
paign crew managers, supervisors, retail district man- 
agers, resale department managers, sub-district managers, 
district and retail sales managers, division managers, 
etc., etc., etc. 


These commissions and salaries add $10 to $30 to the 
cost of each cleaner sold, without adding a single thing 
to quality or performance. 


Because the Bee-Vac is sold in an entirely different way 
—inasimple,economical,common sense way that elimi- 
nates this inflation—it is handled and recommended by 
over 12,000 alertdealersand 300leading jobbers. There 
are no needless selling commissions or salaries. Its low 
$39.75 price represents only 100% cleaner value. We 
say in all sincerity that the Bee-Vac has no superior, 
either in quality or performance, at any price. 


The Bee-Vac sells easily for cash without canvassing; 
requires practically no servicing. Guaranteed two full 
years. Over 400,000 in use. Advertised monthly to 
eight million women. Write for our proposition. 


BIRIMAN ELECTRIC "bi OMPANY 
Dept.G.29 Lake and Desplaines Streets + Chicago 














STANDARD Electric Cleaner 
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The Most Efficient 
Show Window Reflectors 
Ever Designed. 








quires 500 per cent more volume in 
sales, 

For example, if a 10 per cent price 
cut is allowed on a $100 sale which 
normally carried 15 per cent profit, 
it would be necessary to make two 
additional $100 sales in order to earn 
the $15 profit on sales. 

In this example, volume increased 
from $100 to $300, but was it profi- 
table? It was not as profitable as a 
single $100 sale carrying 15 per cent 
margin because: 

A—Investment increased $170 on 
which interest must be earned; 

B—Additional warehouse expense 










Sterling Reflector 
No. 403 
For 300 or 500 Watt 
Mazda “C” Lamps. _ 








Sterling Features. 


packed in individual container to facili- 
tate handling, selling and lessen break- 
age. 

EXCLUSIVE PROCESS of our own 
origin places THREE applications of 
Pure Grain Silver, reinforced with a coat 
of pure copper, on each Reflector. 


ADJUSTABLE Reflector Holder is furn- 
ished with practically each type of 
Sterling Reflector. 
























is necessary to handle the stock; 
C—Additional sales expense is nec- 


| essary to make the $200 sales; 


D—Additional clerical and book- 
keeping expense is necessary to bill 
the customers and collect for the addi- 
tional $200 sales. 

Another example. If your operat- 
ing ratio (ratio of expense to gross 
profit) is 75 per cent, and this is a 
typical expense ratio, a 5 per cent 
price cut will yield a net loss, as fol- 


A conservative volume, maintained 
prices, and a fair margin should al- 
ways be more profitable than an in- 
flated volume at cut prices, dissipated 
profits, and proportionately increased 
operating expenses. 


and net profit. A knowledge of this 
subject very often proves desirable. 


The following facts are not only in-_ 


teresting but also instructive. 


























A graphic illustration of what may come 
out of one ordinary electric light socket 
when it is put to the fullest use is shown 
above—getting heat for the flatiron, light 
to see with, power for the fan, all while 
listening to the radio, simply by using a 
four-way plug. 





therefore a 
percentage of the selling price. 
An estimate or record of a job 


centage of overhead is 


se ger tag Ace peop 5 | lows: - ; shows only the cost of labor and ma- 
signing. | Normal 5% Cut terials (prime cost). It is necessary 
ps ate lin a tegen > een mages | Le $100 $95 therefore to find an amount to add 
volume of the light. | OIE nnn nnn ns nnsencny 84 84 to this prime cost which will give a 
NEW COLOR—Indian Brown Enamel Gross Profit.................. 16 11 sellin rice that includes vour over- 
which harmonizes perfectly with the | y . sae ’ £ p y ei 
various wood finishes. | Operating Ratio, 757% 12 12 head percentage and the profit you 
NEW PACKING—Each Reflector is nor eee Ie + 4 —l desire. 


This table shows the percentage of 
prime cost which must be added to 
the prime cost in order to find a sell- 
ing price which will include overhead 
and the desired profit. 


Example 


te 7 yon If you overhead is 22% and you 
Sterling Reflector Determining Net Profit want 10% profit— 
re ; The jobber’s salesman is quite If cost of labor 
Mazda “C” Lamps. frequently called upon for informa- aml materia ...........-..:...<..: $100.00 
tion on methods of figuring overhead Add 47% .0...20..2...2.:ss0002-0--20-- 47.00 


Selling Price .............. $147.00 
Proof 


Cost of labor and materials....$100.00 


The percentage of overhead is Overhead—22% of $147.00... 32.34 
| ° eFe e 
“If it’s Sterling it’s STIPPLED”’ | cs emesis. the = of yen Profit—10% of $147.00........ 14.70 
RS yusiness by the gross business done —— 
Reflector & Illuminating Co. (total of all selling prices). The per- Selling Price .............. $147.04 
Manufacturers & Engineers, 
575 W. Washington Blvd. Chicago,” U. S.A Per Cent OVERHEAD PERCENTAGES 
of Net (Cost of Operating Business Divided by Gross Sales) 

5 _ m G Profit Per Per Per Per Per Fer Per Per Per Per Per Per Per Per Per Per Per Per Per Per 
FOR, : Desired. Ces Ce, Ct. Cte. Ce Ce. Chk. Ce ee ee Cee Eee. Chey MER Ct. Fete Ct. 
i$ 46 17°71S 99 90 21 22° 23 24 25 26 27° Se 29. 30: Tai. 32 “433 34 
MAS 2% 21 23 24 26 27 29 31 33 34 36 38 40 42 44 46 48 SO 53 55 58 
I ER, 5% 25 27 28 30 32 33 35 37 39 41 43 45 47 49 52 54 S56 SO 61 64 
S aA a 74% 29 31 33 34 36 38 40 42 44 46 48 50 53 55 58 60 63 65 68 71 
10% 33 35 37 39 41 43 45 47 49 52 54 56 59 61 64 67 70 72 76 7 
how Z7700W j 124% 38 40 42 44 46 48 50 53 55 58 60 63 65 68 71 74 77 80 84 87 
4 15% 43 45 47 49 52 54 56 59 61 64 67 70 72 76 79 82 85 89 92 9% 
‘cease wi NGy 17%4% 48 50 53 55 58 60 63 65 68 71 74 77 80 84 87 90 94 98 102 106 

“try | 20% 54 56 59 61 64 67 70 72 76 79 82 85 89 92 96 100 104 108 

a : big | Percentage of Mark-Up to Add to Cost of Labor and Materials. 








In the above table the percentages shown are the nearest:whole numbers, omitting fractions. 
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everywhere bythe Benjamin Electric Mfg. Co. ir 








McGRAW-HILL 
LIGHTS UP 


When the McGraw-Hill Company, 
Inc., the well-known publishers of 
technical magazines and books, de- 
cided to bring the illumination of the 
thirteen story Hill Building, which 
houses their offices and plants, up to 
modern standards, they made a thor- 
ough search to find the units best 
suited for their work. 

The most interesting problem pre- 








RLM Standard Dome 
reflectors were used. 

The illustrations show more of the 
results of the change in this room. 
The reaction of the men in the com- 
posing room has been very favorable. 
There is a brisker atmosphere quite 
apparent. That the workers should 
be satisfied with the lighting is es- 
pecially important on this floor as it 
is used 24 hours a day and there is, 
of necessity, a great deal of work 
done under artificial illumination. 

The 14 in. RLM reflectors were 
mounted over the makeup stones 13 


essary 14 in. 

















BIG BUFFALO GARAGE 
USES BENJAMIN 
REFLECTORS 


The Vendome Garage, located at 
Clinton and Ellicott Streets, Buffalo, 
N. Y., has been equipped throughout 
with 649 Benjamin reflectors. The 
work was done by Fred. Truscott & 
Sons, local contractors, and ordered 
through the Western Electric Com- 
pany by their salesman, W. D. Matti- 


son. 





Before and after views in the composing room of the McGraw-Hill Co., Inc., yet the former installation was considered 
an example of good illumination, 


sented itself on the eleventh floor, the 
composing room. Linotypes and type 
racks are on the south side of the 
room and the makeup tables are in 
With the ex- 


ception of the walls and ceilings the 


the center of the room. 


room is of a very dark finish or is 
black. 

The general illumination consists of 
20 in. Benjamin Glassteel Diffusers 
with 300-watt Mazda C lamps in- 
stalled close to the ceiling. This 
gives a general intensity approximat- 
ing nine foot-candles, independent of 
all local lighting. For local illumina- 
tion, where a greater intensity is nec- 





feet high and equipped with 100-watt 
bowl enameled Mazda C lamps. The 
additional lighting gave 14 foot- 


candles on the stones. 
© © ® 


GOODRICH MANAGER OF 
RAILROAD DEPARTMENT 


Wallace J. Goodrich, who for the 
past six years has represented the 
Benjamin Electric Mfg. Co. in the 
city of Chicago, having as his cus- 
tomers the architects, engineers and 
large industrial plants, has been ap- 
pointed Manager of the Railroad De- 
partment of the Company at 128 
South Sangamon Street, Chicago, III. 





The illumination is splendid, giving 
an appearance of daylight at night, 
there being an even distribution of 


light over the entire floor space. This 
installation has received the com- 
mendation of several other garage 


men who are now building garages 
of the same type in Buffalo. 


* 
® 
y 


G. F. Ditwiler has joined the sales 
force of the Crescent Electric Supply 
Company. He'll have to step high, 
wide and handsome to keep up with the 
rest of the gang, but we know he can. 
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SAFE LIGHTING FOR 


For many years the oil industry 
has suffered heavy loss from fires, 
explosions, accidents to men and ma- 





Fig. 1—Heavy Duty Water-Tight 
Fixture 


chinery, labor wastage and material 
destruction traceable directly to the 
lighting methods in_ use. It was 
generally considered that safe, efficient 
lighting was impossible in an industry 


where the fire hazard was so great. 





Fig. 4— Extra Heavy Duty 
Gas and Vapor-Proof Fixture 


The losses of life and property 
which result from fires, explosions and 
accidents due to darkness or improper 
lighting are accepted as a part of the 
operator’s necessary burden. 

There is no reason why this should 
be so. In the fields, in the immediate 
vicinity of the wells as well as in the 
pump houses where there is a_prev- 
explosive gas, rig lights 


alence of 





ager a ae Og 


~ 





THE OIL INDUSTRY 


and lights should be of the extra heavy 
gas tight type, shown in Fig. 1. In 
other parts of the fields where the 








Fig. 2—Gas and Vapor 
Proof Fixture 


fire hazard is present, but not to such 
an extent as in the pumping stations 
or around the wells, fixtures such as 
shown in Fig. 2 will give satisfactory 
results. 

The heavy duty R. L. M. reflectors 





Fig. 5—Elliptical Angle 
Reflector 


give an even diffusion of light which 
makes working conditions unusually 
good. 

For use in pumping stations, the 
fixtures shown in Fig. 3 will be found 
excellent. When properly mounted, 
these fixtures will insure a _ proper, 
even distribution of light with no 
direct glare to blind the workmen and 
interfere with their working. 

For use in lighting the stills, tail 


® 








houses and runways from condenser 
boxes to run-down tanks, and in com- 
pressor houses and blending sheds of 
the natural gasoline plants, the heavy 
duty vapor proof fixture (Fig. 4) 





Fig. 3—RLM Reflector 
and Safety Light 


should be used. They will give the 
proper light value with perfect safety. 

In some cases, around the big 
pumps, and near some types of stills, 


as well as on the tank farms, side 





Tank Lighting with Elliptical 
Angle Reflectors 


lighting will be found both desirable 
and efficient. For this purpose the 
Elliptical Angle reflector shown in 
Fig. 5 is suggested. These can be in- 
stalled wherever overhead lighting is 
undesirable or impracticable, and by 
proper spacing of the reflectors the 
illumination results will prove of high 
value. These fixtures are especially 
valuable around moving machinery 
where it is desirable to get light into 
(Turn to Page 4, please) 





Light and Darkness—but under artificial light, on the right, the illumination is better than daylight. A big pumphouse installation. 
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Notable Benjamin-Starrett Panel Board Installations 


1—Benjamin Bosse High School, Evansville, Ind., installed by the Crescent City Electric Co. 2—Steamship Republic, 29,280 tons. 3—Pactfic 
Telephone & Telegraph Building, San Francisco, Simonson & St. John, Consulting Electrical Engineers, San Francisco; Miller & Pfluger, Archi- 
tects, San Francisco; Butte Electrical Equipment Co., Electrical Contractors, San Francisco. 4—Embassy Hotel, Chicago; Home Lighting 
Fixture Co., Contractors, Chicago; Distributors—Western Electric Co. 5—Trumbull Cliffs Furnace Co., Warren, Ohio. 6—Missouri-Pacific 
R. R. Station, Little Rock, Ark., S. D. Moore, Electrical Engineer. 
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(Continued from Page 2.) 


the working parts without the use of 
a portable lamp. 

The saving of the losses from acci- 
dents, fires and explosions caused 
directly or indirectly in the oil indus- 
try by poor light would pay in one 
year for the proper safety lighting of 
the entire industry, and the 10 per 
cent to 20 per cent increased working 
power of the night crews would be 
profit on the investment. These are 
only the major factors. The eventual 
low cost of good light in comparison 
with the returns is further increased 
by better insurance rates where 


proper lighting is used and by the 


increased safety of the plants and 
their protection from disasters of 
darkness. 

© © 


BRINGING HOME THE BACON 


More than one goodly order I have 
received from a contractor-dealer by 
putting into force a simple little idea. 
Every one of the contractor’s repair 
wiremen is called upon to take with 
him one or two cords and plugs each 
day, or in place of that a two-way 
plug. While on the job he calls them 
to the attention of the housewife. If 
she is in need of one—and most every- 
body is—he sells it to her. It is sur- 
prising the number that will be dis- 
posed of in this way in the course of 
a year.—A Jobber’s Salesman. 

o > & 

The W. C. Fryer Plumbing and 
Electric Company, Pawhuska, Okla., 
has lighted the Pawhuska skating 


rink with Benjamin reflectors. Mr. 


iy 





Morganthall, of Pawhuska, says “there 
are many new and various uses which 
the Benjamin reflectors can be put to, 
especially in territories where the in- 
dustrial factor is rather low.” He’s 
proved it. 





Here we have caught the hustling 
Purchasing Agent of the Beller Elec- 
tric Supply Company, Newark, N. J., 
just after conducting a sales talk on 
the Benjamin line. Mr. Finger attrib- 
utes his keenness to his activity in the 
of which 


Keyport Fire Department 


he is a member. 


BEG YOUR PARDON! 


Several comments have reached us 
from readers of the Reflector on the 
appearance of the photograph of the 
Benjamin pickling room at Desplaines 
in last month’s issue. The absence of 
the reflector is quite noticeable. An 
explanation seems in order. A heavy 
solution of sulphuric acid is used for 
pickling the reflectors before the por- 
celain enamel is applied. The result 
is that the atmosphere of the pickling 
room is so strongly acid in character 
that instead of using even porcelain 
enameled reflectors it is found advis- 
able to use the Benjamin Gas and 
Vapor Proof fixtures which are ideal 
for this purpose, but do not take an 
especially good picture in a muggy at- 
mosphere. A close scrutiny of the 
picture will show that the lamp is 
covered with a Benjamin Vapor Proof 
Fixture. 





The “Heavyweight Wrecking Crew” 
of the F. D. Lawrence Electric Com- 
pany, Cincinnati, O., Harry Gebhard, 
on the left, and Arthur Noonan, on 
the right, caught just as they were 
beginning to unload the largest stock 
of Benjamin reflectors received by 
the above, in a long time. There was 
very nearly a carload in this particular 
shipment. 








James Griffin, manager of the Man- 
hattan Electrical Supply Company, 
42nd Street Branch, New York city, 
has accepted a position with the Mor- 
rison Electrical Supply Company of 
New York city. Mr. Griffin has been 
connected with the Manhattan Elec- 
trical Supply Company for about ten 
years and is an outstanding figure in 
the splendid work of that organiza- 
tion. We wish Mr. Griffin the great- 





A camera Study of Robert G. Kittle, star cluster salesman of the Benjamin Electric Mfz. Co., 
New York, and his family. Mr. Kittle is also an active member of the Rockville Centre Fire 
Department. Aside from winning laurels in selling, Mr. Kittle has won fame locally as an expert 
golfer and amateur bowler. 


est success of his life with his new 
connection. 
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Ten Commandments of 
Selling 


By Jim Crane 


I am Jim Crane, electrical dealer. 
You sell me every day but you can 
sell me more if you live up to my 
commandments, 


1. Be agreeable. If your voice is 


disagreeable and your manner of 
speech indistinct, see specialists. 


Don’t get mad. I like you to be sunny, 
but I don’t want to get freckles. 

2. Know your goods. And, when 
you tell me anything, talk plainly. 
Most salesmen lack imagination. They 
cannot conceive of the extent of my 
ignorance. 

3. Don’t argue. When you argue 
with me you are trying to push me. 
I may be weak and pretend to be con- 
vinced. Overnight I will change. 

5. Make it plain. Get a grasp on 
me when you talk. Do not get out 
that little book that will only puzzle 
me. Answer my question without 
looking at your books, charts, tables. 

5. Tell the truth. By the law of 
average, honesty gives the greatest 
profits. If you are working for a con- 
cern where you connot tell the truth, 
quit and go elsewhere. 

6. Be dependable. 
you are going to do a thing, do it if 
it costs a leg. 


If you tell me 


7. Remember names and faces. 
Don’t call me Green when my name 
is Crane. I am sensitive about my 
name. Don’t call me Mr. if my title 
is Dr. Don’t call a Colonel Major. 
8. Dont’ be am. 


You must not be. Don’t show off. You 


egotistical. I 


to sell 
make a good impression. 


came me something, not to 


Magnify my 
ego, not yours, 
9. Think Radiate 


success. pros- 


perity. Do not mention calamities, 
dirges, funerals. Be a little Polly- 
anna, 

10. Be human. If the company 


merely wants to disseminate informa- 
tion they would use a catalog, not you. 


* * * 


Short Course for Metermen 
Announced 


The Iowa State College, Ames, Ia., 
announces the seventh annual short 
course for electrical metermen to be 
held September 7-12, 1925. This 
school originated the idea of holding 


these courses, and they have grown | 


in such favor that today they are 


being held in practically all of 
the larger engineering universities 
throughout the country. Jobbers’ 


salesmen concerned with the sales of 
watt-hour meters find these courses 
invaluable, and generally arrange to 
spend two or three days at them. The 
salesman not only hears his product 
discussed to advantage by the pro- 
fessors and manufacturers’ represent- 
atives but also has the opportunity of 
meeting metermen from all over his 
territory whose acquantance he can 
develop and whose time he can secure 
after classes for a discussion, and an 
opportunity of selling his particular 
line of watt-hour meters. Meeting 
these men collectively at these times 
often accomplishes as much as sev- 
eral expensive trips made over the 
territory for the same purpose. 











































Wilfred L. Tench, hustler for the Elliot 
Electric Co., Cleveland, O., is shown step- 
ping into his car to call on one of his best 
customers, the O’Neill Electric Co., located 
on Waterloo Road in Cleveland. Mr. 


O’Neill is shown in front of his up-to-date 


store and it takes only half a glance to 
see that he is a good fellow as well as a 


good merchandiser. Hang onto him, Tench. ! 
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On casual inspection ordinary 
split knobs and Bull Dogs may 
| appear similar, but appearance 
is the only similarity. 
} 


Superior Features 


A longer cement coated nail. 

| A genuine leather washer. 

Metal assembling washer. 

Wire ways that grip but do not tear. 


The projection on the top piece; the 
recess in the bottom piece. 


| Uniform porcelain. 

P 
Non-porous porcelain. 

| Stronger porcelain. 


Bull Do: 


REGISTERED 


ASSEMBLED 


Split Knobs 


Our aim is to give the trade the best split knob 
on the market. Electrical contractors and our 
customers tell us that we have been successful 
in accomplishing this. 


ILLINOIS 


Electric Porcelain Co. 
MACOMB, ILLINOIS 
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Fixture Men at Atlantic City 


The joint convention of the Associ- 
ated Lighting the Na- 
tional Association of Lighting Equip- 
ment Dealers, the National Council 
Lighting Fixture Manufacturers, the 
Illuminating Glassware Guild, and 
the Associated Lighting Equipment 
Salesmen, to be held at the Ambas- 
sador Hotel, Atlantic City, N. J., 
June 17, 18 and 19, 1925, gives prom- 
ise of being one of the most. success- 
ful so far staged. The “get-together, 


Industries, 


open-to - every - member” discussions 
planned are to be a greater feature 
of this convention that they have been 
at any previous gathering of this na- 
ture. 

The convention program is so out- 
lined that the mornings will be given 
over to the business -of the 


meeting; the afternoons being occu- 


serious 


pied in a lighter vein. 


* * * 


Flashlights in the Tornado Area 


With all lighting facilities destroyed 
in the southern Illinois tornado area, 
there was a crying need for flashlights 
in the nights of horror. J. M. Spang 
ler, Chicago district manager for the 
National Co., hearing that 
same night by radio of the tragedy, 
took immediate steps to supply that 
Within an hour he had checked 
found one 


Carbon 


want. 
his salesmen’s itineraries, 
of them near the tornado area and had 
wired him to get all the flashlights he 
could from the Schuh Drug Co., at 
Cario, Ill., and distribute them to hos 
pitals and police officers. 

From St. Louis several days later 
this salesman sent in his report: 

“T distributed flashlights, lamps and 
refill batteries,’ he wrote. 
Cario I broke a spring and a country 
blacksmith and I made a very good 
one ourselves and then J went on to 
At Carbondale 
thing was under martial law, and Col. 


Carbondale. every- 


Tripp, who was in charge of the Mur 
physboro area, as soon as he learned 


of my mission, gave me a pass to the 
stricken area. 

“The conditions were terrible and it 
would take many pages to tell you all 
the things I saw. I left flashlights 
and batteries with the chief of police, 
who was directing rescue work and 
supplies. I then drove to De Sota 
and gave a supply to the nurses. I 
gave a supply of batteries to the 
patrolmen. Everybody thanked m: 
kindly and asked me to convey my 
thanks to the management of my com- 
pany. Dr. Leonard, who was in 
charge of all the doctors, told me this 
as did the chief of police of Murphys- 


horo.”’ 


New Lamp Packing 


lor a number of years the commer- 
cial engineering department of the 
Westinghouse Co. has been 
studying methods to make it easier 
for their dealers to handle their 
Mazda lamps, and to make the pack- 
ing of these lamps cleaner and more 
The result is 


Lamp 


efficient in every way. 


“North of # 





a new carton which is being used on 
100 and 150-watt lamps. 

One part of a lamp sale that takes 
time is opening the carton, taking the 
lamp out, and testing it. Then the 
lamp has to be rewrapped, replaced 
in the carton, and wrapped in plain 
paper. This is not so much of a 
task on smaller size lamps, which 
come in the six-lamp cartons, but on 
the 100 and 150-watt lamps (the two 
large types that are generally sold 
over the counter) which are in sepa- 
rate cartons, the job is one that-takes 
time. In the new type of carton, the 
base of the lamp is inserted in the 
carton in such a way as to make it 
but an instant’s work to test the lamp, 
while the bulb is exposed at the other 
end of the carton, so both the dealer 
and the customer can see at a glance 
that the lamp tests all right. 

To 


dling 


add to the convenience of han- 
lamps in the new carton, a new 
container was designed to elim- 
the use of excelsior and cut 
down the size of the packing. The 
new container is 22 per cent smaller 
than the old one. 


outer 
inate 





New Lamp Packing Permits Tests at the Counter. 
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Jobbers’ Salesmen— 
this is your book 





y (LMDde CLPUCL 
Outline 





ACH YEAR the Publicity De- 
partment of the Edison Lamp 
Works of General Electric Company 
publishes the Edison Blue Book in 
the interests of Edison Mazpa Lamp 
distributors and their salesmen. It 
contains detailed information on 
every phase of our publicity and sales 
co-operation. 


EDIS 


GENERAL EL 





C 

















It tells you all about 
Magazine Advertising 
Lampe l 
yous see this Steps —— 














Full pages incolorinleading mag- 
azines are powerful sales builders 
for Edison MAZDA Lamps. 


Window Displays 





Cards and side pieces like these 
in Agents’ windows enable them 
to profit by Norman Rockwell’s 
popularity with the public. 


Sales Helps 


No other advertising 
material ever achieved 
the popularity of our 
Maxfield Parrish cal- 
endars. The yearly de- 
mandrunsintomillions. 





THE EMBLEM, bearing 
the beautiful design by 
Maxfield Parrish, has be- 
come the barber pole of the 
electrical industry. It is 
only one of the many sales 
helps available to Edison 
MAZDA Lamp Agents 





A LAMPS 


PRODUCT 
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When 


Your Train’s 
Not Due for 


an Hour or 
Two--- 


why not pick out one or two 
good prospects in the town 
for Hartford Automatic 
Time Switches and help 
friend contractor land the 
orders. 


It’s a cinch to prove to a 
progressive store-keeper 
that he needs a Hartford to 
control his window lights ;— 
that it will pay for itself 
many times over every year. 
You can always depend on 
the Hartford Time Switch. 
There is none better made. 


Latest Bulletin and new 1925 
prices sent on request. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St., New York 


HARTFORD 
TIME 
SWITCHES 











| Unique Electrical Costumes 
| Win Prize 

| The Robbins Electric Co., of Pitts- 
| burgh, Pa., won a large loving cup as 
|a prize for the unique electrical cos- 
|tumes worn by two of their represen- 
|tatives at the recent Adsters’ Ball in 
| that city. 

The Adsters’ Ball is an annual af- 
|fair given by the Women’s Advertis- 
ing Club of Pittsburgh. This year 
|it was attended by more than 1,000 
| people, and over 100 firms had rep- 
| resentatives present, each costumed to 
represent a product handled by the 
‘company. The Robbins Electric Co. 
‘had never before taken part in the 
contest, but this year Miss L. E. 
Schenk, of their lamp department, 
| decided to enter, and designed the 
_ prize-winning costumes. 
| Miss Grace Reinhard and Mr. Wil- 
‘liam F. Pflumm were the company 
|representatives. Miss Reinhard was 
‘dressed to represent a boudoir lamp 
'with a delicate peach-colored shade. 
A band of flashlight lamps circling 
‘her skirt were lighted from batteries 
lon each side and controlled by a small 
iswitch in her hand. The Westing- 
| house “Circle W” was cut from a win- 
| dow display piece, and in her hand she 
‘carried a 100-watt white Mazda lamp. 

Mr. Pflumm was dressed in West- 
‘inghouse orange and black, with the 


| 
| 
| 





Robbins’ Prize Winning Costumes. 


word “Westinghouse” on one sleeve 
and “Mazda” on the other. He wore 
a necklace of flashlight lamps and 
each shoulder was adorned with two 
lamps. The costumes were very at- 
tractive, and the couple attracted a 
great deal of attention during the ball. 
* * 


Bonswor Goes With Trico 

E. J. Bonswor, formerly secretary 
of the Elliott Electric Co., Cleveland. 
resigned a short time ago and is now 
connected with the Trico Fuse Mfg. 
Co. of Milwaukee, Wis. 








| When Professor Edgar J. Banks, director of the Chicago expedition to Babylonia, 
| returned to America, he brought with him two light bills which are more than 4,000 


| years old. 


of Pennsylvania excavated. 


iluminating purposes. 


about 2400 to 2100 B. C.” 





Of them, Professor Banks says: 
“The perfect tablet was found at Nippur, where the expedition from the University 
The first line mentions one-half measure of oil, and also a 
certain quantity of oil is mentioned in the second line. 
articles delivered to the temple for its support. 
The last two lines give the date at Nippur, about 2350 B. C. 
“The broken tablet was found at Drehem, a suburb of Nippur. ‘The first line 
mentions two measures of oil, and is followed by other objects. 
dated about 2350 B. C., or early in the Ur dynasty of kings who ruled from 


This is followed by other 
The oil was apparently for 


This tablet is also 


The two bills, which are of baked clay and about the size of a cake of yeast, are 
now in the lamp museum at Nela Park. 
| subject to a two per cent discount for cash.—Light 


There is no indication that they were 
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At Minneapolis 


T Minneapolis, Minn., you will find the head. 
quarters of the new Northern Lamp Division 

of National Lamp Works of General Electric 
Company. _Itsoffices are at 523 Marquette Avenue. 


The new Southwestern Lamp Division of National 
Lamp Works of General Electric Company is 
now in operation with headquarters at 444 Board of 
Trade Building, Kansas City, Mo. 


The headquarters of the new Southern Lamp 
Division of National Lamp Works of General 
Electric Company are at 540 Hurt Building, 
Atlanta, Ga. 


All three of these new Sales Divisions are established 
in order to better serve the fast growing lamp markets 
of their territories. 


€) NATIONAL @ 
MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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FOR BEAUTY ON THE PULL CHAIN 








































This Trade Mark 
Identifies the 
Golden Tassel Line 
of Full Sockets 





HERE'S the last thing added to Pull Sockets 
—the first thing your customer will see. 
Beauty where it shows up BIG; the finishing 
touch of fine socket-building. 


For the first time in the history of sockets 
the useful becomes ornamental! This rich 
little design makes a fixture distinctive— 
and so helps make it saleable. 

















& IA 


NEW DETACHABLE 





ULL 


fi (KNURLED METAL) 


Now Standard 
Fauipment on 


[1 &H Sockets 


biggest fea Cure your Gustomer Sees 


You'll be quick to see in the Golden Tassel 
a golden opportunity in fixture assembling. 
Most certainly, if you're one of the first to 
capitalize this feature. 


You'll get it as standard equipment on sock- 
ets by ordering the H&H GOLDEN TASSEL 
Line. If you’d like to see what a big little 
thing it is, it will cost you only a moment's 
time to write for sample. 


THE HART & HEGEMAN Mra.Co. HARTFORD, CONN. 














MAKERS OF THE GOLDEN TASSEL LINE 
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PUSH BUTTON 
TUMBLER 
















































































































































































THEY ARE THE WORKS 
OF YOUR INSTALLATION 


THEY HAVE THE WORKS 
FEATURES 


SQUARE HANDLE TUMBLER: This 
new style optional in the “8601 
Tumbler.”” Has the famous feature 
of the Balanced Movement; puts the 
customer in touch with quality he 
can feel. Most quiet, easy -throw 
mechanism in any Tumbler; most 
positive action as well. The lack of impact 
adds years to its service-life. Exclusive in 
looks and in works—but competitive - priced. 








ROUND HANDLE TUMBLER: Orig- 
inal style of ‘8601 Tumbler,” and 
supplied unless Square Handle is 
specified. Same works features as 
in 8601 Square above. Pressing the 
lever stores up energy in a compres- 
sion spring. When moved to the 
point of most resistance, the spring-energy is 
released—thrown back of your press—helping 
throw over the lever. Shallow (1-inch) base. 





>) GOLD STAR PUSH SWITCH: For 
: your de luxe jobs needing every re- 
finement of fine artisanship. Works 
with the lightest of touch and com- 
plete lack of jar. Symbol of beauty 
and permanency in electrical work— 
the star of solid gold leaf on the 
push-button. Called SILVER STAR Switch 
when ordered with luminous push-button. 
Standard-depth, composition base. 





NUTMEG PusH SWITCH—No. 4401: 
All the world knows ‘‘Nutmeg.”’ 
Leading all switches in number in- 
stalled; leading all competitive-price 
switches in sturdiness. Built to H&H 
standards — price notwithstanding! 
Goodenough so your lowest-bid jobs 
may safely be judged dy the switches. For all 
of the data on these switches and others, refer 
to or write for H&H Catalogue ““R.”’ 


THE HART &o HEGEMAN MrG.Co. HARTFORD, CONN. 
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Bulletin Board Hints 
Epitor, THE JoBBER’s SALESMAN: 

I read with great interest your 
April issue of THe JossBer’s SALEs- 
MAN. I was especially attracted by 
the editorial about installing bulletin 
boards in the stores. 

It might interest you to know that 
the Hirschfeld Electrical Supply Co., 
78 Warren street, New York, started 
a store bulletin board in March 1924 

one year ago. 





trade, business and one or two general 
publications were carefully examined. 
From these were clipped interesting 
articles with pictures if possible. Di- 
rectly below the article would be 
printed the editor’s comment or any 
additional information with sugges- 
tions for carrying out any plan out- 
lined in the magazine article. 

Jokes all exchanges. The 
humor column was an original column 
written by the editor. It was similar 


were 











A Semple New Service — 
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Method of Making Up the “Dummy” for a Bulletin Board. 


The bulletin board was _ published 
weekly in the form of an enlarged 
It was called the 
It was composed 
editorials, and 
Special offerings in the line 
of supplies received minor space, Any 


newspaper page. 
“Heseo Buzzer.” 


of 


humor. 


news, cartoons, 


direct firm advertising matter was 
kept well subordinated so as to keep 
the reader interested in general news. 

Most of the news items were made 
up in the following manner: Various 


to such columns in the general news- 
papers, as The Sun Dial by H. I. 
Phillips. Cartoons, pertaining to 
some phase of the trade, were easily 
obtainable from the New York news: 
papers. 

With the second issue a question de- 
partment was installed, giving out in- 
formation on any subject from law 
to advertising. Much of this infor- 
mation was obtainable from experts 
at the New York University School 








of Business, at which the editor was 
a student. 

Two weeks before the first issue 
was published much interest was 
aroused by distributing “teaser” signs 
reading, “Watch for the Hesco Buz- 
zer’ and similar posters. 

The ““Hesco Buzzer’ has been dis- 
continued temporarily while plans are 
being formulated to publish a circu- 
lating paper either in conjunction 
with the bulletin board or instead of 
it. 

I have enclosed a drawing of the 
plan of the ““Hesco Buzzer’ and some 
of the “teaser” signs. 

MeERWIN HirscHFELp, 
Epitror, “Hesco Buzzer.” 

* * * 

States Plans Seattle 
Improvements 

Extensive enlargements of the Pa- 
cific States Electric Co.’s Seattle 
warehouse facilities will be made in 
the near future. This announcement 
was made in the Seattle newspapers 
recently when Tracey E. Bibbins, 
president, and David E. Harris, vice- 
pesident visited that city. 

Mr. Harris was quoted as follows: 

“The present warehouse at First 
and Railroad avenues will either have 
to be enlarged or a new one built 
in another location. Our local busi- 
ness has grown so that the building 
is no longer adequate. We expect to 
spend a few days more in studying 






Pacific 


the situation before announcing 
definite plans.” 
* * * 
Oakland Has New Jobbing 


House 

A new electrical supply jobbing 
house, incorporated under the name 
of the Union Electric Co., has re- 
cently been established at Oakland, 
Calif., to serve the electrical con- 
tractor-dealers of central California. 
F. G. Booskirk, formerly western 
manaver for the Albert Wahle Co.. is 
president of the company. Frank H. 
Mills, formerly with the Allied In- 
dustries, Inc., is secretary-treasurer. 
E. A. Peterson is vice-president of 
the concern. 
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A cord that keeps dry as tinder 


Soaps, suds, and slop—slop—slop! The washing machine is merrily at its 
work—and the electric cord hooked up to it gets a fair share of the general 
wetness. 


If it is “U. S.” Royal Portable Cord a bath won’t hurt it. Look at the thick 
rubber cover. It sheds water like a duck’s back. That protecting wall keeps 
the cord as dry as tinder. 

No chance for rot and decay ever to get a start on “U. S.” Royal. No 
current leakage caused by dampness reaching the conductors. 


“U.S.” Royal Portable Cord is in its element in the steam-laden atmosphere 
of laundries; in the dampest mines; on the soggy, greasy floors of garages 
and shops. It is the portable cord for any application which brings it to grips 
with water or steam, or with oil, gasoline or dirt. That is one reason why it 
sets endurance records. 

That is likewise a big point to hammer home to your trade. On a prod- 
uct over which competition is so keen, the salesman who handles the brand 
with such an outstanding feature has the inside track at the start. And once 
you get dealers and users acquainted with “U. S.” Royal, you will never lose 
your lead. 


Send for a sample. 


‘ 


United States Rubber Company 


1790 BROADWAY NEW YORK CITY 


COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 


Atlanta Cleveland Minneapolis Rochester 
Baltimore Columbus New Orleans Salt Lake City 
Birmingham Denver New York San Francisco 
Boston Detroit Omaha Seattle 
Buffalo Houston Philadelphia Spokane 
Chicago Indianapolis Pittsburgh St. Louis 
Cincinnati Kansas City Portland, Ore. —— 
oledo 


Also makers of “U. S.’’ Paracore Wires and Cables. 


ALLA 
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Here’s the Trio 
That Keeps Your 
Sales Leading 





Waage 3-Heat Iron 
No. 63A— 6% Ibs. 
List at $6.75 


Three Waage irons that cover the | 
entire electric iron field. Three irons 
that enable the dealers to satisfy every 
customer—front those who want the 
best on the market to those whose 
choice is determined by price alone. 

The Waage 3-Heat is the instant 
choice of those who want the best the 
market affords. It is the only iron with 
three distinct heats. HOT for flat 
work, MEDIUM for ordinary work— 
LOW for delicate work. 

It’s these exclusive features and its 
price—costs no more than an ordinary 
iron,—that make it the best. selling 
iron on the market. 


The New Style Single 
Heat Glad Iron 


is especially designed to meet the needs 
of those who want a standard, high 
quality iron at a moderate price. It 
has the fine appearance and construc- 
tion typical of Waage products. 


The Waage Redio Single 
Heat Iron 


is truly an unusual value at an excep- 
tionally low price. Specially adapted for 
meeting price competition, special sales 
and fits exactly the needs of the “price” 
shoppers. 

With these three irons that meet 
every need, your dealer can simplify his 
stocks, reduce his overhead and insure 
bigger profits through faster turnover. 

Push this winning combination and 
treble your sales. Sell them together 
and watch your sales climb. 

Don’t forget the complete Waage 
line. Every one a fast seller and a big 
help in boosting up commission checks. 


WAAGE ELECTRIC CO. 


5100 W. Ravenswood Ave. 


Chicago. Da!las, Tex. 
6 Reade St. 1622 W. 16th St. | 
New York Los Angeles, Cal. | 


wAAGE 
WINNERS 





2100 Cabell St. | 


Hints for Your Customers 
(Continued from page 22) 


Now is the month to sell them on the 
electrically equipped department, and 
this can be done indirectly through 
the teacher and her pupils. For the 
dealer who is far-sighted, this idea 
of selling the high school girls on the 
whole electrical idea means future 
business for him. But that is a bit 
of general publicity which he is glad 
to have, and this plan concerns itself 
with selling the electric range to the 
school, and small appliances to the 
girls themselves. 

Of course the dealer should inter- 
view the principal first, and get his 
co-operation, with that of the Home 
teacher. The various 
classes can be invited on different 
days to the dealer’s store, according 
to the numbers in the classes and the 
size of the store. Too many girls at 
one demonstration will make for con- | 
fusion, so that it would be better to | 
limit the number to 40 or 50 anyway. 
Suggest to the dealer that he ask the | 
company handling electric ranges to | 
send him a demonstrator for these | 
days. Or, if that is not possible, | 
have some one help that can cook | 
something on the range at the time 
the talk is being given, so that it will | 
be an actual working demonstration, | 
and the girls will have something to | 
eat that was cooked on the range. | 


Economics 





| 


The demonstration does not need | 
to stop with the electrical cooking ap- | 
paratus, though that probably would | 
appeal to the girls, and be the first 
equipment to be considered by a 
board. It could include the electric 
laundry, also. There should be some 
little time left while the classes are 
in your store for them just to “browse 
around” among the lamps and all the 
beauty appliances. If it is a hot day, | 
be sure the dealer has an electric fan 


| going near the range and in other 


places where the girls will notice that 
the fans are adding to their comfort. 


Electrical May Baskets 
AY baskets are usually hung 
on the first day of May, but 

they are in keeping with the spirit 
of the “merry” month as long as it 
lasts. An electrical dealer in a small 
town in Massachusetts decided to get 
a little publicity and sell a lot of 
lamps through the hanging of May | 
baskets in the town. The children) 


May, and a little later in the month he 
sent around his May baskets, which 
you will want to tell your dealers 
about. 

The May baskets nothing 
more nor less than small cartons con- 
taining three bulbs, but they were 
wrapped in bright-colored tissue pa- 
per, and tied with ribbon, by which 
they were hung on the knob of the 
door. Suggest to the dealer that he 
get the kind of inexpensive ribbon 
used by the florist. In this package 
was a card with this message—‘A 
May Basket For You From ————’s 
Electric Shop.” On the other side 
of the card was the explanation of 
the bulbs. He said he realized thai 
during house-cleaning the housewife 
must have discovered some burned 
out bulbs which she neglected to re- 
place. The dealer asked her to use 
as many as she needed of these, and 
pay for them when the boy came 
around to collect; or she could re 
turn them to him, if she wished. His 
sale, explain to your dealers, was re- 
markable, and many women _ took 
from the _ collectors more 
when they came around for the 
money. They seemed to appreciate 
this convenient way of buying elec- 
tric bulbs. The boys that hung these 
on all the door knobs in the town 
were High Y boys (of the High 
School Y. M. C. A. who were earning 
money to go to a summer conference, 
ard they did it for a small sum. 


were 


several 


The Squealer 
(Continued from page 14) 
in point of mischief, but her batting 
average is good, probably because she 
knows what's going on and delights 
in asserting her prerogatives. 

Now does it not appear clearly 
that the way of the squealer is hard? 
How much better it is to follow our 
vocations honorably and _ candidly, 
bearing in mind that more than half 
our. lives are spent within the in- 
fluence of the office circle. 

Employees should have no fear of 
their positions when they work dili- 
gently and honestly. They can then 
consider a knock a_ boost, employ 
their time to the best interests of the 
firm and enjoy the confidence and co- 
operation of their associates. 

Firms make big strides with com- 
petent men, and it behooves employ- 


ers to keep their men _ contented 


always hung them on the. first day of | boosters all the time, for efficiency 
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A One-Piece Arrow Candle Pull Socket 
Built On Simplified Lines 


€ Sibi = — : Se. 


NN 


(BV/W/OV/0V/0\0\'(4 


ODN NOD NOD OND OD NOD NOD NOD\ODNOD ODOT OP\O ONO NO NOOO NOTING NO ONO NO NGI NG WO) AO NG) 








No. 4031 








Close Hickey 
for open pipe 


No. 4020 





6 


No. 4022 


Removable Loop 
Hickey 3}{” for 
4” Candles 








Long Tube for 
finished Candles 


No 4023 


Removable Extension 
Hicxey for 5” or €” 
Candles 








Time-Saving Feature. 





Substantial One-Piece Body. One Screw Fastening. 


No extra parts to get loose 
or break. 





Easily removed for wiring. 




















Solid Brass Bushing 


atts Get Reeae. Solid Metal Hickey. 


Braced to prevent 











bending cr side sway. 














No. 4021 


Removable Loop Hickey 
3%” for 4” Candles 


A Complete Line For Every Need—Standard Socket Movement 


‘ie a _ 
Cat.No. List Price _ Std. Pkg. | 250 Watts — 250 Volts ae ol Bede a? | Pkg. Wet. Carton 





DED DIDIDIDI IIS 


4023 $0.75 100 =| Pull with removable extension hickey 4 to 5% 2% 30 10 

> 4020 -75 100 | Pull with removable loop hickey 3H 2% 25 10 
A 4021 .75 190 | Pull with removable loop hickey 3% 2% 27 10 

> 4031 75 100 | Pull with close hickey 3é 2% 25 10 
= 4022 .90 109 Pull with long tubing | 4% 4% 34 10 
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THE ARROW ELECTRIC COMPANY 
=" HARTFORD, CONNECTICUT 
2 The complete line of Wiring Devices 
> < 
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The Experience of 
Electrical Contractors 


For installations in homes, in factories—every- 
where that electrical current is used—the sea- 
soned electrical contractor turns naturally to 
Square D, the pioneer safety switch. 


His judgment is based on his years of experi- 
ence. He knows that the leadership of 
Square D rests on the solid foundation of over 
3,000,000 satisfactory installations. 

SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. (73) 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 





See Saturday Evening 
Post of May 2 















and enthusiasm are wonderful sales- 
men. — cian 

How delightful it is to have the 
gocd will, the pleasant word, the glad 
hand of friend or customer. It makes 
this a good old world to live in, and 
when we've played our part what 
peace of mind will be ours when the 
reaper comes! 

Delinquencies Still on the 

Increase 

The accompanying tabulation shows 
the number of delinquent accounts re- 
ported to the National Electrical 
Credit Association by member manu- 
facturers and jobbers during Febru 
ary, 1925, and March, 1925, as com- 
pared with the same months the pre- 
vious year, together with the total 
amounts and average amounts of the 


delinquencies. 
Branch Number of 
and Accounts Total Average 


Month Reported Amount Amount 
Central Division 
February, 1924.... 821 $ 89,621.45 $109.16 
February, 1925.... 802 102,162.48 127.88 
March, 1924.... 941 99,989.14 106.26 
March, 1925....1085 128,857.54 119.67 
New York 
February, 1924... 365 54,688.00 150.00 
February, 1925.... 334 79,033.00 237.00 


| March, 1924.... 445 68,022.00 153.00 
| March, 1925.... 462 69,232.00 150.00 
| Philadelphia 

| February, 1924... 258 31,823.03 | 123.35 


February, 1925.... 242 28,614.50 11824 
March, 1924.... 233 26,163.85 112.29 
March, 1925.... 220 29,488.68 1383.81 
New England 


February, 1924... 33 1,789.14 145,12 
February, 1925... 60 7,601.01 126.68 
March, 1924... 46 4,708.60 102.36 
March, 1925..... 77 7,516.66 97.62 
Pacific Coast 

February, 1924... 9 1.072.04 119.11 
February, 1925... 18 6,239.15 346.62 
March 1924... 12 1,175.31 97.94 


March 1925.... 28 1,868.54 81.24 








Presenting Samuel Goler, manager of 
the Westchester branch of the Gertler 
Electric Co., Inc... New York. “Energetic 
Sam,” as he is called, may be found strenv- 
ously at work at all hours of the day. He 
hails from New York’s neighboring state 
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New Business 


for Live Dealers 


A Remarkable New Type 
of Yale Flashlight 


To Retail for $1.00 Complete 


With Two 


Mono Cells 


and Edison Mazda Bulb 


ERE is the simplest Flashlight on the 

market—only seven parts—all inter- 
changeable — genuine Yale quality from the 
lens to the end cap. 


Not a toy, but a real flashlight in every 
sense of the word. 


Below is an illustration of this new Flashlight 
—there is no contact switch to go wrong— 
no contact strip to corrode or break. 


It is a simple, neat, wonderful Flashlight, 
perfectly made. 
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IMPORTANT 


Get Busy Now! This new Yale Flashlight 
No. 2502 is sold in units of 15 Flashlights and 30 
Mono Cells—packed in a complete and attrac- 
tive counter display, handsomely lithographed 
as illustrated below. 

Your customer gets a complete outfit for $1.00 
—you make a good profit by enjoying a quick 
turnover on a small investment. 





Don’t delay—order today. Your jobber has 
them or can get them for you. 











YALE ELECTRIC CORPORATION 


CHICAGO BROOKLYN SAN FRANCISCO 
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All of these Catalogues were Compil@h. 
on The Donnell@t . 
| IT IS MUCH BETTER TO SECURE THE BESTEL‘ 
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TOMPREHENSIVE 
QUES IN THE UNITED STATES 




















lat. R. Donnelley & Sons Co., Chicago 
at Selection Plan 


TRLOGUE SERVICE THAN TO WISH YOU HAD 
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P-2 
Interior 
Construction 


SCT 
._. LOOMFLEX” 
, __._ ELECTRODUCT" 
CIRCULAR LOOM 


RIGID STEEL and NON-METALLIC FLEXIBLE 





































“XDUCT” (galvanized type) and 
“ELECTRODUCT” (enameled type) 
have for years been in the forefront of 
quality conduits. Their excellence rests 
on the best raw pipe obtainable plus 
good shop practice in the application 
of zinc and enamel. 


“LOOMFLEX,” a non-metallic flex- 
ible conduit, combining light weight 
and exceptional strength with freedom 
from kinking and flattening. Woven 
expertly on the latest type machines 
and saturated with special fire, mois- 
ture and grease resisting compounds. 


“CIRCULAR LOOM.” The original 
non-metallic flexible conduit, heavy in 
wall and of great strength. This prod- 
uct is used in special installations where 
the requirements are quite unusual. 


SAMPLES OF ANY OR ALL OF THESE CONDUITS 
WILL BE MAILED TO YOU OR YOUR TRADE 
UPON YOUR REQUEST. 


AMERICAN CIRCULAR 
LOOM CO. 


90 West Street New York 


Boston Pittsburgh Chicago 
Atlanta Los Angeles Portland 
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Turning the Trick with 
Light 


(Continued from page 6) 


| Main street in a small town would, 


doubtless, be rather pale if trans- 
ported and set down beside the 
brightly lighted windows of a row of 
stores in the busiest shopping sec- 
tion of a big city. 

While 15 foot candles is above the 
average of illumination intensity and 
provides a fair standard for most 
stores, it should not be. forgotten 
there are quite a few stores which 
employ upwards of 10@ foot candles 
and at least one whose windows are 
lighted to a level of 3,000 foot can- 
dles. 


Classes of Window Installations 


The installation of light in store 
windows may be divided into four 
classes as follows: 

1. Excellent Window Illumination 
—Standard window reflectors spaced 
12 inches apart along the front and 
side of window. Choice of 75, 100 or 
150-watt lamps, depending on _loca- 
tion of store and type of display. 
Hundred-watt lamps are proper in the 
majority of cases. (Fig. 4.) 

2. Good Window  Illumination— 
Standard window reflectors spaced 
eighteen inches apart. Same choice 
of lamps as above but for any given 
lamp size, the resulting illumination 
will be only two-thirds as high as 
when the lamps are placed on 12-inch 
spacing. (Fig. 5.) 

3. Fair Window Illumination— 
Standard window reflectors spaced 
24 inches apart using 100 or 150- 
watt lamps. This is suitable for the 
average small store. (Fig. 6.) 

t. Minimum Satisfactory Illumi- 
nation—Standard window reflectors 
30 to 36 inches apart. Fewer units 
will not supply even a minimum of 
creditable illumination. Wider spac- 
ing will result in “spotty” illumina- 
tion. (Fig. 7.) 

Putting Up the Reflectors 

Unless the window ceiling is un- 
usually high the reflectors may be 
mounted on the ceiling as indicated 
in Fig. 8. Sometimes, however, it is 





desirable to conceal them in a box 
or trough or, where the window has 
a false ceiling, to mount the reflec- 
tors above the ceiling with the bot- 
tom of the reflector flush with the 
ceiling as shown in Fig. 9. If the 
ceiling is very high and there is no 
false ceiling, reflectors may _be 
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For Light €leciric 
SERVICE 














OR light electric service wires and telephone twists, Write for your copy of 
this fixture is a cheap and easily installed fastening. “The Pei Bins ° 
It can be screwed into the building with a pair of pliers e reirce owinging 
and the 214-inch screw will reach well into the studding. Knob Bulletin” for a 
The eye can’t straighten out under severe strain and is complete descrip- 
heavy enough to stand driving with a hammer without 


tion of these 


injury. : 
fixtures 


These fixtures are made in five types. Each type has 


a different size insulator to meet the various conditions 
which arise in light service work. 


The heavier type of Swinging Knob Fixtures, not illus- 
trated, has a sister hook arrangement, which permits the 
removal of the insulator for driving the screw without 
removing nuts, bolts or smaller parts. 








Carried in stock and sold exclusively 
hrough the leading Electrical Jobbers. 


(HubbbDalid ascoveany 


PITTS BURGH ” OAKLAND, CAL.“ CHICAGO 
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A Nationally Advertised 
8-Inch Oscillating Fan 
That Retails for $9.75 


If price appeal counts for anything, here is a number you 
can’t afford to overlook. The Signal Jr. Fan has everything 
in its favor. It will make an official bow to the public in a 
smashing full page advertisement in the May 16th issue of 
the Saturday Evening Post—other advertisements will follow. 
It is quality built every inch—a claim we won’t have to sub- 
stantiate after you have seen one. The 


SIGNALJR 


Oscillating and Non-Oscillating Types 






is in a class by itself. Full 8-inch blades make it a practical fan and 
not a toy. Yet it is small enough to be moved from room to room. 
Operates on either D. C. or A. C. current. 


The oscillating type Signal Jr. is Duco finished in a beautiful shade 
of green. The non-oscillating type is finished in standard black. Non- 
oscillating type retails for $7.00. Prices are slightly higher west of 
Denver. 


Far-sighted jobber salesmen are already lining up profitable busi- 
ness on the Signal Jr. Are YOU all set? If not, get the facts from 
the boss now. If he hasn’t his discounts, ask him to wire us at once. 


SIGNAL ELECTRIC MFG. COMPANY 
Dept. 8E, MENOMINEE, MICH. 


BRANCH OFFICES 


Boston Pittsburgh Minneapolis Toronto 
New York St. Louis San Francisco Winnipeg 
Philadelphia Chicago Los Angeles Montreal 


Havana, Cuba 


mounted on brackets supported from 

the transom bar of the window glass. 
Circuits 

It is always desirable when there 

are several units in the installation 

to have two or more circuits for the 


_ sake of added flexibility. Often units 


1, 3, 5, 7, etc., are placed on one cir- 
cuit while units 2, 4, 6, 8, ete., consti- 
tute another circuit. This permits of 
a relatively low illumination when 


| one circuit is used alone but which 


may be doubled by turning on both 
circuits. It comes in especially handy 


. when the window also contains side 


lights or foot lights. Double circuit- 
ing foot lights and making each line 
of side lights a separate circuit is also 
advantageous. 

In almost every case when the 
window is being wired provision’ in 
the way of one or more sockets prop- 
erly placed in the upper corners of 
the window should be made for spot- 
lights. The merchant may have no 


| present intention of using a spot but 


he is sure to want one sooner or 
later. 

Be sure in wiring the window to 
provide ample carrying capacity of 
copper. The tendency is very rap- 
idly toward higher intensity of light 
in display windows and the windows 
which are lighted with 75 to 100- 
watt lamps may soon be using 150 
or 200-watt lamps in the same sock- 
ets. 

Side lights may be installed on the 
same general principles as have been 
outlined for ceiling lights. Foot 
lights may be installed with stand- 
ard foot light reflectors in similar 
manner or portable foot lights such 
as shown in Fig. 10 may be used. 

Spots and Floods 

Standard spot and flood lights for 
window use are available. The spots 
are intended for concentrating their 
light on some one object and are 


| particularly effective when color is 
_ used for the general window illumi- 


nation. Flood lights are used for 
much the same purpose but have less 
concentration of the light beam than 


| spot lights. 


Concealing the Lighting Units 


One of the prime essentials of 


_ good window lighting is to conceal 


| wants 


the light sources. The merchant 
attention centered on_ the 


goods he displays and not on the 


_ means by which he illuminates these 





goods. For this reason the row of 
units along the window front near 
the ceiling should be concealed from 
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removal of the plug eas- 
ily and quickly, which re- 
duces terminal burning. 
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Like all Hemco Products, the 
Heater Plug is attractively packed 
for ready display and easy mer- 
chandising. 














Georce RicHaros & COMPANY wc. 
557-Wesr Monroe STREET- CHIcaGo,/LLINoI!s. 


/ HEATER PLUG 


ie ) 


Hemco Heater Plug 
terminal, showing speci 
heat-resisting spring 
which provides snug con- 
tact at all times. 


Non-slip grips permit 








Terminal in place on 
appl'ance prong. Left 
hand member of terminal 
floats, held in position by 
spring, assuring maxi- 
mum contact regardless 
of condition or shape of 
appliance prong. 











Increase Your 
Heater Plug Sales! 


Cash In On Hemco Acceptance Now 
Ask yeur dealers about their stocks of Hemco Heater Plugs. 


Ten to one they will need some, for Hemco Plugs are quick 
sellers. 


Why the popularity? Because of the many excellent features 
embodied on the Hemco Plug—the heatproof and unbreakable 
Bakelite, the self aligning, heavy brass terminals, the full length 
contacts, the non-slip grips, and the factory guarantee. 


With both dealer and consumer acceptance, your selling effort 
is reduced and more sales will result. 


Be sure to mention Hemco Plugs to your dealers—it’s a sure 
order. 
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Dayton Fans 
embody the 
three essentials 

t of FAN 
a “ NSTRUCTION 












~ 








Pais 


@®-~ Durability 


Q)~ Large Volume of 
Air Delivery 


@)~ Attractive Appearance 


We offer you a splendid opportunity to in- 
crease your profits by supplying your customers 


with Dayton Fans. 


There are two wonderful new models. A ten- 
inch oscillating fan retailing at $15 and an eight- 
inch non-oscillating model for $7.50. The new 
ceiling fan is another big seller. There are large 
and small oscillating models, non-oscillating 
models, ceiling fans and ventilating fans. 


“Trade Winds’’ is full of information that 
will help you. Send for it. 
The Dayton Fan & Motor Company 
Dayton, Ohio 


For 36 years manufacturers of high-grade electrical apparatus 








DAYTON FAN & MOTOR CO., Dayton, Ohio 
Send me a copy of “Trade Winds’. 





Name....... : as. RSE 


St. No PE EEE AS 


City a een era 














the passer-by with a valance or 
painted sign or by other means. Side 
lights or foot lights should be con- 
cealed by trough or hood. .” 

When the window has mo back- 
ground the appearance.‘of ceiling 
lights from the interior. of the store 
may be unpleasant and glaring and 
a second valanee hung between the 
eyes of the sales people or custom- 
ers and the lighting units may be ad- 
visable. Such valances should be 
long enough to serve this purpose 
but added length may cut off the 
downward light so that the units do 
not adequately illuminate the rear 
part of the window. Even when win- 
dows have built up backgrounds, a 
second valance may be required if 
the background surface is smooth or 
shiny so that it serves to reflect the 
direct light of the lamps and throw 
an unpleasant glare into the eyes of 
the window shopper. The second 
valance cuts off this direct light on 
the window background and so elim- 
inates the reflected glare. 


Day-time Reflections 
Merchants have long been ha- 
rassed with day-time reflections in 
the window glass—the reflection of 
the buildings across the street or of 
passing traffic. Sometimes this ef- 


| fect is so pronounced that it is diffi- 
| cult to discern the goods in the win- 


dow. The most effective remedy is 
to make the light within the window 
brighter than the light from outside. 
This result has been obtained in sev- 
eral cases by the use of 500-watt 
standard units or 500-watt flood 
lights on 18-inch centers. 
Color 

Effective lighting of colored goods 
in the window is by means of daylight 
lamps which make it possible to 
show goods in their actual daylight 
color values. Where daylight lamps 
are used, it should be borne in mind 
that 50 per cent more lamp wattage 
is required for the same intensity of 
light than if clear standard lamps are 
used. In other words, if 100-watt or- 
dinary lamps are replaced with day- 
light lamps, the latter should be of 
150-watt size. 

Nearly all modern store window 
lighting equipment is designed so 
that color screens or caps may be 
added. And there is really little 
more that may be said about the use 
of color in the window in any brief 
space. Providing the merchant with 
color lighting equipment is quite like 
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A Code Wire of Uniform Quality 


Examine the first foot of Rome 
Code Wire as it comes off the reel 
or coil. Then, when it is all paid 
off, study the last foot in the same 
way. Study the copper conductor, 
the tin coating, the free stripping 
rubber insulation, the tight, clean 
braid, and the smooth “roller’’ 


finish. 


You will find the same careful 


workmanship, the same high qual- 
ity throughout. 

It makes no difference where the 
sample of Rome Code Wire comes 
from, the quality is always uni- 
form. For every Rome Wire is 
made, from wire bar to finished 
product, in our own mills—much 
of it by our own patented machin- 
ery—and all of it under our own 
inspection. 


ROME WIRE COMPANY 


Mills and Executive Offices: Rome, N. Y. 


Boston 
Little Building 
Cleveland 
1200 West 9th St. 


New York 


Los Angeles 
J. G. Pomeroy, Inc., 
336 Azusa St. 


Diamond Mills: Buffalo, N. Y. 


Chicago Detroit 


14 E. Jackson Boulevard 

San Francisco 
J. G. Pomeroy, Inc., 
51 Federal St. 














25 Parsons Street 
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And NOW-—Boost Your Sales 
with GYROFANS 


‘‘Refreshing as 
a Spring Breeze’’ 










SPECIFICATIONS 


Body Finish—Standard Black 
Enamel only, in all types and 
sizes. 


Fan-Guards—Fitted to all Gyro- 
fans. 


Fan-Blades — Standard 15 inch 
diameter, brass finish only. 


Stems — Ceiling Gyrofan Stems 
are 3 ft. 9 inches long, (for 12 ft. 
ceiling). Column Gyrofan Stems 
are 6 ft. 9 inches high. Other 
lengths at proportionate prices. 


COLUMN TYPE GYROFANS CEILING GYROFANS 
For Alternating Current For Alternating Current, 
: Cycles ty Cycles 
Fan or Fre- : ; - Weight Fan or Fre- Weight 
Diam. quency Volts Watts Boxed ‘Diam. quency Volts Watts Boxed 
15 in. 60 100 to 120 =180 160 Ibs. 15 in. 60 100 to 120 =180 90 Ibs. 
For Direct Current For Direct Current 

Fan : Weight Fan Weight 
Diam. Volts Watts Boxed Diam. Volts Watts Boxed 
15 in. 100 to 120 130 160 Ibs. 15 in. 100 to 120 130 90 It 
15 in. 200 to 250 130 160 Ibs. 15 in. 200 to 250 130 90 Ibs. 


REASONS WHY ?— HERE ARE A FEW 


1 For more than 20 years, dealers have 3  Gyrofans generally mean a _ profitable 
appreciated the sturdy construction and little installation job for the dealer as 
“‘thonest-to-goodness” lasting service of well as the actual fan profit. That’s 
Gyrofans which assure profitable repeat why Gyrofans are in demand. 
orders and an absence of “servicing 


4 We endeavor to keep a big stock ready 
for immediate shipment, so that you can 
get PROMPT DELIVERY on all you 


can sell. 


troubles.” 


Gyrofans are “‘different.”” They are 
more practical than ordinary fans, be- 
cause they produce a CONSTANTLY Standard types on quantity-production 
VARYING BREEZE like Nature’s basis assure you RIGHT SERVICE 
own. That's why they’re easy to sell. and RIGHT PRICE. 


wn 


Make It a GYROFAN Season— 
Get Ready for the Rush NOW 


AB PRODUCTS DIVISION 


THE NATIONAL SCREW & MFG. COMPANY 
2440 EAST 75TH STREET 


CLEVELAND, O. 








Decide 
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turning a boy loose with a box of 
paints. It’s simply up to the indi- 
vidual. If he has taste and color 
sense he can achieve lovely and sales 
pulling effects. If he hasn't he'd 
better stick to the limited number of 
tried and proved color effects found 
in the several books which deal with 
this subject. Just as a good window 
display may be made many times 
more effective by adding the right 
color effects to the light, it may like- 
wise be marred by using the wrong 
color schemes. 


How I Size Up Salesmen 


(Continued from page 10) 





man on whom I want to comment. 
That is the order-taker. He is the 
type who comes into the office look- 
ing for an order, but when you ask 
him about a previous one placed with 
his house, about a shipment, or even 
about stock he shows an appalling 
lack of knowledge. It seems to me 
that a salesman should familiarize 
himself thoroughly with the relation 
of his house to the particular com- 
pany on which he is calling. He 
should have a reasonable knowledge 
of orders in, and what their status is. 
The importance of this cannot be too 
strongly emphasized. 

I have left my most important 
point, however, to the last, and the 
responsibility of this phase of sales 








Here is the home of the Keystone Radio 
Co., Philadelphia, radio jobbers at 111 
North Fourth street. Although the busi- 
ness was only started last November L. W. 
Erlichman, the enterprising young general 
manager shown, quotes first class sales for 
the first quarter of 1925. For that reason 
his picture is made bigger than the store. 
The Keystone Radio Co. was organized to 
do a strictly wholesale business in radio 
sets and parts only. Four Keystone sales- 
men are doing a good job covering the 
Philadelphia territory and a good-sized 
‘stock is carried in the warehouse. 
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with Knife or Pliers 


SINGLE stroke of a knife cuts DUR- 
ADUCT. Regardless of whether the 
cut is made straight across or on an 
angle, itisalwaysclean. In fact, many electri- 
cians never use a knife on DURADUCT. They 
have found that it can be snipped off :clean with 
a pair of pliers. That means a big saving of 


find a knife, and besides, the edge made by 
pliers is always straight across. | 


The clean edges of DURADUCT are due entirely 
to the Single Wall. In this construction every 
thread is locked in place. It is impossible for 
the end to ravel or fray out. 


To be sure that you get the genuine, order it by name 


TUBULAR WOVEN FABRIC CO. 


PAW TUCKET, R. I. 
Makers of DURABILT Products 





DURADUCT CUTS CLEAN 





time. There’s no fishing through pockets to 


DURADUCT 
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manship peculiarly rests more- with 
the house than with the men. I am not 
going to talk about the hard-loser but 
of something rather analogous to it. 

A purchasing agent asks for a quo- 
It is submitted by the sales- 
Some houses want 


tation. 
man and he loses. 
to know why, and there is the rub. 
The question of service and price is 
strictly up to the purchasing agent. 
The question of quality is generally 
up to the purchasing agent but not 
always. The question of policy is ab- 
solutely up to the executives. 

These are the four factors on which 
the placing of an order is determined. 
A salesman loses and his house asks 
him to ascertain why the order was 
lost and at times how much lower the 
successful bidder was. It certainly is 
not ethical to give out the latter in- 
formation and is sometimes quite im- 
possible to give out the former. I 
have wondered myself when a _ rec- 


ommendation was turned down on 
policy why it was done, but when I 
learned the reason I was satisfied. 
However, questions of policy must 
the the 


Still salesmen are sent out 


necessarily be business of 
company. 
to get the reasons why they lost an 


order and some are forced to be per- 





Isn’t it human na- 


sistent about it. 
ture that the buyer to avoid this per- 
sistency is going to forget that sales- 


new order is to be 
I realize why this informa- 
tion is wanted, but it puts the sales- 
man in a bad hole. It cannot as a 
general rule be given out, matters of 
price should not be revealed and the 


man when a 


placed? 


only result is that the salesman is 
probably given fewer opportunities to 
quote, 

In summing up I would say, he 
natural, be vourself, know your sub- 
ject, be reasonable about all matters, 
and give service. If a salesman com- 
bines all those points, he should be a 
success, 


Adventures of 


Hardluck Sam 


(Continued from Page 8) 


went out and hunted up that grenade 


again. 
Every town after that was the 
same. One bird says Yule tried to 


plaster him with more £6.00 irens 
than there was population, and when 
he refused to fall, the kid went down 
the street and sold the dru” store. 
Another one had to be held by his 

















E. A. Brown, advertising manager of the McGraw Co., Omaha, Neb, maintains one 


of the best mailing lists in the electrical jobbing business. 
Omaha as well as the St.Louis and Sioux City houses. 


It is a joint list for 
While Mr. Brown holds out 


on the main floor, in close touch with the sales department, his lists are maintained 
on an upper floor, where an addressograph system has been installed and every other 


aid to addressing and mailing, with a special man to do the work. 


of Mr. Brown and some of the equipment. 


This is a picture 


He can have run off, on a moment’s notice, 


any number of names or a dozen different lists, and for any terr‘tory. 





wife while he told me how Yule 
burned out five tubes in a radio set. 
The next onesays our prize idiot 
drove away a washing machine sale 
by telling how many people got their 
hands in the wringer. 

About this time I got a nice, sweet 
pet note from the Old Man and if | 
didn’t like my job so well him and 
me would of gone round and round 
over that letter. He wanted to know 
who I was working for now, and if 
I was getting along all right, and if 
I was ever in his neighborhood again 
we would renew our acquaintance, 
and he guessed he would hardly know 
me now, as I must of changed a lot 
in all this time. 

He says he had asked the Cotton 
Belt R. R. to start a tracer on me, so 
he could send the salary due me. In 
case he was mistaken and I really 
hadn’t quit, he says if I should catch 
up with this here untamed gorilla, 
Yule, I should tell him he owes the 
house $80 and make him sign a note 
for it before I killed him so we could 
You 


see I was kind of dizzy from the 


collect from his heirs, if any. 


quinine and chasing this greased pig 
around, and I had forgot to report to 
the Old Man for several days. 

I took up the trail again and every- 
where I went I tried to pacify Yule’s 
victims and maybe pry them _ loose 
There wasn’t a bright 

It was the worst 
unanimous outburst of public indigna- 
tion since the Kaiser raided Belgium. 
The only reason the kid hadn’t been 
lvnched was the old prejudice against 
putting a half-wit to death. Some of 
them offered to leave their business 
and help me find him if I would pay 
their expenses. 

You know how it is when you're 
hunting, Phil. You bring down a deer 
with a long shot, but you don’t kill it 
and it staggers off into the brush. You 
dash madly after to put it out of its 
misery, and you wonder if it will get 
away and maybe take a couple of days 
to die, and you feel guilty and run 
faster and faster. Then, all of a sud- 
den, just as you think you've lost the 
trail, you dash around some bushes 
and there it is, all bloody and pawing 
the ground, and, no matter how old a 
hand you are, you can’t help feeling 
kind of sick and ashamed as you put 
a thirty-thirty through its head. 

Well, that was the way I found 
Yule—so suddenly it took my breath 
away and scared me pretty bad too. 
I had just settled down in a dingy 


from an order. 
spot anywhere. 
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Follow REM Leadership 


to bigger summer sales 








ae HE summer of 1925 will 


see Robbins & Myers 
fans again the leaders in sales. 
Every fan need can be filled 
from this line at prices that fit 
every purse. 


Robbins & Myers plans for 
increasing dealer sales during 
the coming season have been 


completed. Attractive Petia, 


displays, newspaper ads, sales 
manuals—all these and more 
are now ready to help you fol- 
low R & M leadersk p to a ban- 
ner fan season. 


A request on your business 
stationery will bring full details 
of the R & M plan. 


THE ROBBINS & MYERS COMPANY 


Springtie ld, Ohio 


Branches 


New York, 30 Church St. 

Buffalo, 831 Ellicott Sq. Bldg. 
Philadelphia, 1418 Walnut St. 
Cleveland, 1239 W. Third St. 


Robbins & Myers 


Brantford, Ontario 


Branches 
Cincinnati, 9 E. Third St. 
Chicago, 1444 Conway Bldg. 
St. Louis, 1522 Chemical Bldg. 


San Francisco, 701 Rialto Bldg. 
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room in a small hotel, when I heard 
somebody groan in the next room. (It 
was a deathly noise and kind of 
sounded familiar, so I dashes in) and 
there was Yule with a porter working 
over him. I chased the boy for a doc- 
tor and then tried to get Yule con- 
scious enough to talk. But dead to 
the world is no name for the trance 
He was so full of White 
reminded me of the first 
visited a distillery. And 
quinine! When I shook him the cap- 
sules rattled out of his pocket like 
buckshot, and he had more than that 
inside him. On top of all this, his 
clothes was all dirty, he had a big 
shiner and a split lip, and hadn't 


he was in. 
Mule it 
time I 


shaved for at least two days. 

There was only one thing for me 
to do, and that was to try and square 
him with the Old Man. I would start 
with a wire and follow it with a hard- 
luck story, and the boss would keep 
Yule on the payroll. He might even 
give him a raise when he found out 
what condition he was in from worry- 
ing over the firm’s business. So, after 
over to the 


turning the remains 


wrecking gang for repairs and clean- 


ing, I wired the boss as follows: 
“Found Yule in hotel here uncon- 
scious, maybe dying. What: shall I 


’ 


do?’ 


I’m ashamed to repeat it, Phil, but 


here's the wire I got in reply: 









“Search his pockets for orders. Prob- 
ably sold something and passed out 
from the shock.” 
The old, bald-headed stiff! 
Yours in misere excelsis, 
Sam. 





That Summer Slump 


(Continued from Page 12) 
What the 
methods of carrying out sales and 
it is up to the jobber to work these 


dealer needs is novel 


out with him and to give dealers in 
different benefits of the 
experiences of dealers. In 
doing this the jobber has to be very 


towns the 
other 
careful not to divulge business se- 
crets, as a good jobber has the con- 
fidence of his dealers, 


R. A. Whipple, Wakem & Mc- 
Laughlin, Chicago.—We are great 


believers in keeping our dealers fully 





informed by mail and salesmen when- 
ever possible with circulars of the 
latest things in radio, and offers and 
suggestions as to how they can build 
up summer sales. We are great be- 
lievers in sending a catalog to the 
dealer at this particular time. In 
fact we have just issued a new cata- 
log which was mailed to the trade this 
week. This morning orders began to 
come in from the catalog mailed on 
Monday last which convinces us that 





al 


¥ "ES 


An inspiration usually comes from a new event. 





So we have it here with the staff 


of the Fullerton Electric Co., recently moved into its new quarters at 20 W. 17th 


street, New York. 


President Fullerton seldom allows affairs to interfere with his 


Saturday afternoon golf, but in this case we believe, judging from his beaming face, 
that he won’t hold very much against his trespassers. 


Left to right: 


Ed. Dooney, purchasing department; Harry Kimball, salesman; 


R. A. Hamaden, salesman; C. J. Fairwood, salesman; Frank E. Burch, vice president; 
Gene Nestor, sales manager; Ray Powell, secretary; Fred W. L. Fullerton, president ; 
R. M. Beard, special salesman, and “Mike” 


Bellone, fixture department. 





there is business to be had if the 
jobber will take the right method 
in putting his proposition before the 
dealer. 

We advocate that the dealer buy 
in small quantities and order two or 
three time a week, if it becomes 
necessary, rather than to order in 
large quantities and have merchandise 
on his shelves that might not move. 

All of our orders are shipped with- 
in 12 hours after receipt which helps 
the dealer materially. By giving our 
customers good merchandise, fast 
deliveries and good, careful, conscien- 
tious attention, we have been able to 
build up a substantial business which 
we are quite sure will continue to in- 
crease from year to year. 





Your Best Friend 


Hard as it seems, there’s a good 
deal of truth in the saying that the 
best friend in the world is money in 
your pocket. 

Money in your pocket is the one 
thing that is as faithful as a dog. 

It asks no questions, demands no 
references, never inquires into your 
moral character, does not care whether 
you are a deacon or a porch climber, 
never hems and haws and looks the 
other way; but when you want any- 
thing it goes and gets it for you, 
whether it’s a hymn book or a sack of 
tobacco; when you're hungry it feeds 
you; when you're cold it makes the 
storekeeper hand you down his best 
suit of clothes; when you're thirsty 
it causes your fellow men who own 
drinkables to come running; when 
you're tired it furnishes you a hair 
mattress and clean sheets; when you 
want to travel it tucks you in a com- 
fortable sleeper; when you want to be 
amused it provides you with an aisle 
seat in the theater, and when you're 
dead it brings out the brethren of 
the order to march behind your hearse 
and set up at the head of your grave 
a stone carved with a few graceful, 
mendacious compliments calculated to 
make your folks feel good. 

Hence, put money in your pocket. 

Guard against yourself! If you are 
making $40 a week, put away $5 of 
it, whether you can or not. Don’t 
say it’s impossible. Do it anyway. 
Shut your eyes and make yourself 
think that you don’t own that $5. If 
you are earning $3,000 a year, save 
$500 of it. 

For, as sure as you live, when the 
time comes that the bottom drops out 
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e HUBBELL Iwinlelap 


converts a single outlet into a ‘uplec® 












































ie PENNS BS 


Provides that extra outlet 
needed for the fan 





Dealers will welcome 
this suggestion 


Show them how the Hubbell Twin Te-Tap 


makes fan sales more profitable! 


Point out that most fan customers overlook 
the question of available outlets. Many 
must resort to improvised connections in 
order to put their fans into use. 


Suggest that they show their fan customers 
the Hubbell Twin Te-Tap—how it quickly 
and easily converts a single outlet into a 
duplex. 


Get your dealer customers to sell Twin 
[e-Taps along with fans. They’ll wel- 
come the extra profit—and your Twin 
le-Tap business will grow. 


HARVEY HUBBELL 


RLECTRICAL WIRING DEVICES 
BRIDGEPORT MBSE CONN. U.S.A 
NEW YORK, N.Y. CHICAGO, It 








No. 7010 


with tandem blades 


No. 7035 
with parallel blades 


































This counter display 
card sells them! 
Hubbell Twin Te-Taps 
come to you ten on a card 


—all ready to display on 


your counter. 


This card shows at a 


glance the utility of this 


new device and how neat 
and compact it is. 


"ae 
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: , oF Remember its the Te Slots, that make outlets Convenient” 














70 


THE J 


OBBER’SfA|SALESMAN 








of things and you begin to go around 
from good fellow to good fellow, try- 
ing to cash in a little of the goodfel- 
lowship that you’ve spent so freely, 
you will obtain nothing more than a 
large gone feeling in your inwards, 
and will realize that for the man with 
no money in his pocket this is a damp 
and unpleasant vale of tears. 

Put money in your pocket!—The 
Boston American. 


* + %* 


Why Don’t They Become 
Jobbers’ Salesmen? 


The Kansas City Electric Club has 
been exercised over the low compen- 
sation of the city’s electrical em- 
ployes, particularly the city electrician 
and the inspectors, the energetic sec- 
retary of this organization, in secur- 
ing “ammunition” on the subject, has 
compiled the interesting table shown 
below. It is a shameful situation, as 
he says, when one considers the physi 
cal and fire hazards involved and from 
which the public is entitled to protec- 





tion. 
Yearly Salaries 
1920 City 
City Population Electrician Inspectors 
iB 256,000 2400 1500 
2. 881,000 2400 2200 
3. 87,000 2520 2100 
4. 235,000 2280 1980 
5. 188,000 2700 ne 
6. 243,000 2580 2400 
as 314,000 8600 
8. 118,000 2400 1680 
9. ep et | | ce 1600 
10. 457,000 2400 2160 
ii. 161,000 2700 2100 
12. 104,000 2208 1932 
13. 192,000 . ie 
14. 235,000 2520 2040 
15. 815,000 2400 2040 
16. 887,000 3600 1980 
is: 6 | | 2280 
18. 126,000 2500 2100 
19. 158,000 2040 1740 
20. 216,000 3180 2520 
21. 162,000 3000 2280 
22. 824,000 2700 1980 
*230,000 *2686 +2082 
+232,000 


*Average for 20 cities. 
+Average for 19 cities. 


* * * 


F. J. Camp Back Home 
Mr. and Mrs. F. J. 


Moines, Ia., have just returned from 
an extended trip of over six weeks. 
Their first stop was New York, then 
Havana, then through the canal to San 
Francisco, then by rail to Los Angeles 
and back home. Mr. Camp is secre- 
and general the 
Hardware Des 


Camp, Des 


manager of 
Co., 


tary 
Brown-Camp 
Moines, Ia. 


Pounce Upon This One 

F. W. Peck of George Richards 
& Co., Chicago, contributes this 
cross-word puzzle, which is neat but 
not gaudy and will exactly fill in the 
lime between 8:30, when you get 

















































































































your orders written up, and 9:00, 
when you go to bed. 
1 la 13 14 5 6 7 ie 
| 
ie " 
a5 ¢ 7 1 
19 - - 
a4 “7 
29 ' 
32 
33 
42 is 
ae 4 3. 1/4 7) 
7] 52 53 3s 
$9 
ACROSS 


1. Electrical units of measurement. 
6. ‘Transmission line support. 
A business injury. 

12. A boy’s name. 

14. Exclamation of satisfaction. 
16. To scratch. 

17. Color seen in anger. 

18. <A parent. 

19. A Hawaiian decoration. 

21. An eastern state. (Abr.) 
22. Toward. 

23. A utensil. 

24. Per. 

26. What we work for. 


28. Part of electric iron. 
29. Moving rate. 
31. Our usual abode. 


32. The salesman’s delight. 

33. ‘Transportation salesroom. 
Old fashioned transportation. 
42. Always. 


43. Electrical fire. 
45. Close. 
46. To lease. 
47. An executive. (Abr.) 
48. In like manner. 
49. ‘To give up the ghost. 
51. One. 
52. A dance. 
53. For grounding. 
55. A type of current. 
56. A meeting place. 
57. Band instrument. 
59. Quickly. 
60. Pilfer. 
DOWN 
2. <A preposition. 
3. A boy’s name. 
4. ‘To ensnare, 
5. Water pipe connection. 
6. Evening activity. 
7. A spread for bread. 
8. Conducted. 
9. Former. 
10. What the boss wants. 
13. <A centrol board. 


15. Mound. 

18. Unrouged. 

20. Part of a mint julep. 
23. Center of a poker game. 
25. Him. 

27. Pep. 

28. Therefore. 





80. At end of sentence. 
81. Prince of Wales. 
33. Lack of action. 

34. “Level. 

35. To fondle. 

36. A conjunction. 

38. <A preposition. 

39. Crimson. 

40. Spoke. 

41. To build. 

43. To try for a job. 
44. Poker game accessory. 

47. Unit of electrical measure. 
49. To classify. 

52. Possesses. 

54. Time for payment. 

58. A parent. 


(Initials. ) 


* *K * 


L. W. Crannell Sails for 
Europe 

L. W. Crannell, president of Cran- 
nell, Nugent & Kranzer, 110 West 
30th street, New York, sailed for 
Europe Saturday, March 28, on the 
Mr. Crannell 
was accompanied by his wife and 
daughter. During his stay abroad he 
will visit London, Scotland, France 
and Italy, returning to the United 
States in about six weeks. 


steamer “Minnetonka.’’ 


* * * 


Stewart Walters Promoted 

Stewart Walters of the 
Electric Co. has just received a well 
deserved promotion to manager of the 
Westinghouse department. Mr. Wal 
ters had fifteen years training as a 
jobber’s salesman and certainly ought 
to know how to handle his depart- 
He is a fine looking 


Illinois 


ment nicely. 














L. W. Crannell 


young man, married and has an eight 
een-year-old daughter. Mr. Walters 
succeeds Miss D. H. Tuerk, who had 
been in charge of the Westinghouse 
department but is now looking after 
the interests of radio, 
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are backed by 38 selling features 
—every one a trump! 


HEN you have Wagner Fans to sell you can lay your cards 
on the table — show the customer some of the big features — 
and make the sale. 

People are influenced to choose electric fans on appearance — on 
economy of operation — on quietness — on lightness and convenience 
for carrying — on volume of air moved — on the ability to keep run- 
ning without attention — or on any one of a score or more features. 

With Wagner Fans you have winning trumps for any situation in 
fan selling. Every one of the 38 Wagner Fan selling features is of 
definite importance in fan service. 

The Wagner Fan line includes all standard sizes in all usual A.C. 
and D. C. voltages or frequencies. 

Complete data on the 38 features of these fans and their service 
characteristics are included in the new Wagner Fan Catalog. A 
special effort has been made to present these data in a way that will be 
a real help to the retail fan salesman. 


Useful information on all-year fan uses has been included. é 


You will want a copy of this catalog — we will ” 


gladly send you one on request. Write for it now. 














LIST PRICES 


9-inch, high-speed .non-oscillating 
$10.00 A.C. only 


9-inch, high-speed, oscillating 
$15.00 A.C. only 


12-inch, high-speed ,non-oscillating 
$23.00 A.C. or D.C. 


12-inch, high-speed, oscillating 
$30.00 A. C.or D.C. 


12-inch, low-speed, oscillating 
$30.00 A. C.or D.C. 


16-inch, low-speed, oscillating 
$35.00 A.C. orD.C. 


16-inch, high-s 
$35.00 A. C.or 


56-inch ceiling fan 
$52.00 A.C. or D.C. 


Above prices cover fans for 
110-volt 60 cycles or 110-volt 
direct current only. 
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Straight Talk from a Jobber 


In an announcement being sent out 
to its trade by the United Electric 
Co., Wichita, Kan., are found the 
following paragraphs that are to the 
point and almost constitute a code 
of ethics: 

“In connection with our 1925 plans, 
we have added an engineering depart 
ment and we solicit an opportunity 
to help you with your engineering 
problems. It is the purpose of this 
new department to take material lists 
from plans and estimate labor. 

“We will gladly figure your plans 
free of charge, therefore, please send 
them in by mail, accompanied by let- 
ter of instructions as to just when 
you want them returned, how quickly, 
etc., and your request will be promptly 
complied with. 

“It is our desire to offer the trade 
a service which very few of our com- 
petitors have to offer, for we fully 
realized that this is a problem vital to 
all contractors, and a service which 
will be greatly appreciated. 

‘The foundation of business lies in 
confidence which springs from integ- 
rity, fair dealing, efficient service and 
a sound policy. After nearly two dec- 
ades of operation, during which time 
this operated retail 
houses, construction branches, and 
various other experiments, in which 
cut-price, starvation tactics were in- 
dulged in, because of preferential dis- 
count accorded us as a wholesaler, we 
have definitely decided that the in- 
terest of the retail trade can best. be 
served by a wholesaler that has no re- 
tail or outside connections. We have 
no coercive route now to pursue. We 
have no means of exerting commercial 
bribery or threats not to compete for 
All we can depend 
upon is the degree of excellence of 


company has 


a consideration. 


our service, the quality of our mer- 
chandise and the friendship exerted 
towards this company and its person- 
nel. Accordingly we are now located 
in an exclusive wholesale district with 
the sole view of serving the contractor 
and retail merchant, and not compet- 
ing with him. 

“Our purpose is to help him, and 
not bid against him. This treacherous 
policy of duplicity is one that should 
be condemned for it is unethical and 
destructive. The wholesaler cannot 
serve two masters, and should adhere 
exclusively to his channel of trade. 
He has a function to perform which 
cannot be effected when retailing and 





contracting confuse the issue and 
make a clear cut, genuinely sound 
policy absolutely impos- 


and just 


sible.” 
toe @ 


The Cockle-bur Phenomenon 

In the Wesco Supply Co.’s “Red 
Shield” they have just pulled another 
one. It is on the general subject 
of food and, therefore, may be said 
to give food for thought. It is en- 
titled “The Cockle-bur phenomenon.” 





He Will Eat Bread Avidiously 


“Although it is unpleasant and un- 
usual for a dog to eat bread, he will 
do so avidiously when a_ cockle-bur 
becomes caught in his throat and 
drastic action is required to aid him 
in passing on in the orderly progress 
of existence. 

“Careless extension of credit and 
overstocking because of low prices 
are commercial forerunners of a 
cockle-bur drama where wholesale 
write-off is the unpalatable but neces- 
sary antidote.” 

* * * 


B-R Buys Out Funston 
As this issue is going to press, 
news has come to the effect that the 
B-R Electric Co., of Kansas City, 
Mo., has bought out the business of 
the Funston Electric Co. of that city. 
_ 


What’s Back of the Bill 


Central stations can make particu- 
larly effective use of direct-by-mail 
advertising. In the first place they 
have a complete, up-to-date and ac- 
curate mailing list of all their cus- 
tomers. And second they send a 
piece of first-class mail into the homes 
of each one of their customers once 
a month that will be read because it 
contains a bill. It is never thrown 
away but is always given close at- 
tention. 


With this thought in mind The 
Western Electric offers the sugges- 


tion that the back of the bills be used - 


to carry the story of “What is back 





of the bill.” It has prepared 12 mes- 
sages, a year’s supply, and bound 
them -together in a folder. They are 
just suggestions and are offered only 
as such. The illustrations used are 
available in any size desired and in 
mat or plate form—the copy can be 
set by the central station company’s 
own printer. 
* * * 


Walter Hoagland 
(Continued from Page 21) 
ness, who was at one time associ- 
ated with him but is no longer with 
the company, has this to say of Hoag- 
land: 

“His outstanding characteristics 
are so marked, so expressed in his 
every move, that they cannot be too 
strongly emphasized in any _ story 
about him. His absolute honesty, 
and unfaltering squareness, carried 
consistently through his progressive 
career, accounts not only for his busi- 
ness success, but also for the high re- 
gard, bordering on he-man love, which 
his associates have for him. 

“His quiet manner, bordering on 
reticence, is so well understood by his 
men, that after an interview of five 
or ten minutes, in which you do all 
the talking, and he does all the listen- 
ing, you know absolutely that your 
message, or your argument not only 
has been grasped in its entirety, but 
also that definite action will be taken 
immediately. 

“His men, receiving an absolute 
square deal at all times are expected 
to render the same faithful service to 
him. Balanced with the majority of 
men of this type who have responded 
to his squareness, there has been a 
minority, a small minority, who have 
tried to ‘put something over.’ Sail- 
ing along with the feeling that they 
were ‘getting away with it,’ all 
would be well until suddenly, very 
suddenly, after they had exceeded the 
limits, with no intention to referm ex- 
hibited, like a ton of bricks the gavel 
would descend upon their heads, and 
their lesson would be learned.” 


Hoagland has always been greatly 
interested in athletics. He attends 
all of the big football games in Chi- 
cago religiously and is a baseball fan. 
He was an athlete of note in both of 
these branches of sport in his days 
at Austin High School. Now, of 
course, it is golf. He claims his golf 
game is also without color and no 
active steps were taken to check up 
on this statement. 
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GOOD electrical appliance becomes still 
better and invites a quicker and more sat- 
isfactory sale when supplied with PARANITE 


heater cord. 


Appliance manufacturers readily realize this 
significant truth. They recognize it as an im- 
portant sales factor. 


For this reason you can make more sales on 
heating appliances equipped with PARANITE 


heater cord. 


PARANITE is made in several sizes and can 


be furnished with any standard braid cover with 
a standard strand of No. 34 gauge copper. 


INDIANA RUBBER & INSULATED WIRE Co. 


JONESBORO, INDIANA 


CHICAGO WALTER I. FERGUSON & CO. NEW YORK 
8 “ 208-Baltimore Bidg., Kansas City, M THE THOMAS & BETTS CO. 
O19 _eereeAee Western Representative 63 Vesey St. 
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Get in line with Ettco 
Products. The contractors 
and wiremen who know 
this line thoroughly 
would use no other. Ex- F 
plain the merits of Ettco 
Products to the rest of 
your trade. 


7 
f’ Ettco Quality, Service and 
~ Square Deal have built up a 
nationwide distribution that 
make Ettco products easy to 
buy wherever you are. 





Eastern Tube & Tool Co., In 
Brooklyn, 
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Emerson Oscillators 


The rugged oscillating mechanism of 
Emerson fans has helped to establish their 
reputation for delivering years of satisfac- 
\ tory service. The oscillating device is 
t readily adjustable. 


Even when the fan is used in the 
bracket position, the current of air can 
be centered just where it is wanted by 
adjusting the fan with the latch handle. 
Like the motor, the oscillating mechanism 
of Emerson fans is completely covered 
by the Emerson Five-Year Factory-to- 
User Guarantee. 


Several bulletins giving interesting in- 
formation about Emerson fans, including 
the new 12-inch six-blade oscillator in 
French Gray finish, are yours for the ask- 
ing. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
50 Church Street, New York, N. Y. 





The Emerson Company Sells No Apparatus at Retail 




















On the left is Merrill P. Cotting, central 
station supply salesman; in the center is 
L. M. Sprague, purchasing agent; and on 
the right is H. E. Stockwell, lamp sales- 
man. All of them hail from the Geo. H. 
Wahn Co., Boston, Mass. 





Electric Supply Company in 
New Quarters 

The Electric Supply Co., of St. 
Paul, Minn., has moved to a new 
location at 876 Minnesota street. In 
the new building they have greatly 
added to the fixture display rooms 
and have taken over the distribution 


_of some very well known and na- 


tionally advertised lines. It is ‘the 


| intention of the company to pay spe- 
| cial attention to this department, in- 
| cluding not only fixtures but glass- 
| ware as well. 


* x * 


When is History Anyway? 
In volume 1, No. 2, of the very 
interesting magazine called “Cur- 
rents,’ issued by the Philadelphia 


| Electric Club, there is an article by 
| Frank H. Stewart, on the history of 


the club. Mr. Stewart was amused 


| when asked to write the history of the 


club, owing to the fact that as _ his- 
torian of West Jersey he has seldom 
considered facts less than 100 years 
old as history. To write a sketch of 
happenings within the last few years 
seemed odd, but he got away with it 
in good shape nevertheless. 
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When a dealer buys fuses on your recommenda- 
tion, he places himself more or less in your hands. 
He usually has neither the time nor the inclination 
to study different makes of fuses to qualify him 
to judge which make is the best. He depends on 
your knowledge and integrity to give him this in- 
formation. 

If the fuses you sell do not give entire satis- 
faction to his customers, you lose the dealer’s confidence 
and friendship. That means not only the loss of his future 
fuse business, but his business on your other lines as well. 

You can stake your reputation and the friendship of 
dealers on ‘Union’ Renewable and Non-Renewable 
Fuses. They are guaranteed to give satisfaction, and there is a 
35-year-old concern, that has never broken a promise nor 
shirked an honorable obligation, back of that guarantee. 

For many years we have been building on the single, broad, 
foundation—-satisfactory service. Our reputation is your as- 
surance that when you sell “Union” Fuses your dealer friends 
will get fuses that will back up your judgment. 

Get in line for bigger sales and more dealer friends by push- 
ing “Union” Fuses. 

Our new 96-page catalogue sent on request. 


CHICAGO FUSE MFG. Co. 
EES MANUFACTURERS OF Cli) 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


i pone eg lin, 


RENEWABLE 
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What Brands Mean to Your 
Dealer 
Tieing in With Well Advertised Lines 


By H. T. GREELEY 


General Radio Company 


OW that radio sets, parts and 
N accessories are becoming more 
generally considered as staple mer- 
it is but natural for dealers 
and the buying public to think of them 
in turns of their brand. 

When the industry was in its early 
infancy the brand of a set or the 
brand of a part had little significance, 
because no particular brand had 
gained prominence through its own 
merits. 

Today the brand of a receiving set. 
loud speaker, or transformer is of 
paramount importance both to the con- 
sumer and to the dealer. The aver- 
age radio consumer today knows 
pretty definitely what make of con- 
denser or transformer he should buy 
if he wants real results in the set he 
is building. 


chandise 


If he is buying a “ready made” 
receiver he knows that those of cer- 
tain brands have pretty generally 


given satisfaction and he buys accord- 
Brand to the dealer means as 
much if not more, than it does to the 
consumer. Mr. Dealer knows full 
well that a brand of radio devices 
which is thoroughly dependable, elec- 
trically and mechanically, extensively 
advertised and popularly priced is the 
brand which will give him a good 
turnover, good profit and no grief 
from dissatisfied customers or bother- 
some servicing. 

On the radio market today there 
are certain outstanding brands, which 
are more popularly accepted than 
others, because they have been thor- 
oughly tested by a critical radio pub- 
lic and have proven satisfactory. For 


ingly. 


this reason the modern set and parts 
buyer is discriminating. 


He has well 


formed preferences and _ prejudices. 
He is a brand seeker. Consequently, 
the dealer should concentrate on well 
known and popularly accepted brands 
of parts and sets and should use all 
the means at his command to cash in 
on this well-defined popular favor 
and tie up in a real, live and whole- 
hearted way with the advertising of 
the brands he carries. He should 
identify himself with the master cam- 


paign of the manufacture of his 
brands. Why? Because it means in- 
creased sales, more rapid turnover 


and larger profits for him if he avails 
himself of the impetus he can gather 
by so doing. 














Here is Sidney Neu, manager radio de- 
partment, Julius Andrae & Sons Co.,, 
Milwaukee, Wis., with his pet pipe. Mr. 
Neu thinks a great deal more of this heir- 
loom than his co-workers who are, how- 
ever, bearing up well under the strain. 





the 


An example of this is as follows: 
John Jones is a radio fan who likes 
to build sets, and he reads everything 


he can get pertaining to radio. Nat- 
urally he sees the advertising of a cer- 
tain brand of a transformer made by 
a company who he knows is reliable 
and decides he will buy one. His 
next step is to decide where he will 
buy. The chances are nine out of 10 
that he will go to the store where he 
has already seen something either in 
the dealer’s window or store that 
identifies the dealer with the adver- 
tising of the brand he wants to buy 
and the dealer cashes in on the manu- 
facturer’s advertising, which he might 
not have done had he not linked up 
with it. Your dealers should first of 
all choose their lines carefully. Being 
sure that their merchandise is right 
from all angles, have them then sup- 
plement their own efforts with dealer 
helps from the manufacturer. The 
manufacturers of the more reliable 
brands have available for dealer use 
a variety of dealer helps which will 
enable dealers to identify themselves 
with their brands. 

This material includes window dis- 
play cutouts, counter cards, counter 
display cartons, catalogs, folders and 
miscellaneous other sales helps, all of 
which are important to use. 


The manufacturer by advertising 
in radio and national publications and 
newspapers aims to popularize his 
brand of products and create a de- 
mand for dealers to cash in on, but 
it is up to the individual dealer him- 
self to make known to his customers 
that he is prepared to back up the 
manufacturer’s advertising by the use 
of the sales helps furnished by the 
manufacturer. 

This should be so effectively done 
that whenever the dealer’s customer 
sees an advertisement of a _ product 
this customer should be able to im- 
mediately associate the advertisement 
with the dealer’s store as the place 
to buy the merchandise. In this way 
dealer and manufacturer are 


members of the same large mer- 
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EVEREADY 
HOUR EVERY 
TUESDAY AT 
P. M. 
(E. 8. T.) 


For real radio 
enjoyment, tell 
your customers to 
tune in the ‘‘Ever- 
eady Group.’’ 
Broadcast through 


WEAF New York 
WJAR Providence 
WEE! Boston 
WFi Philadelphia 
WGR_ Buffalo 
WCAE Pittsburgh 
WEAR Cleveland 
WSAI Cincinnati 
ww) anes ; 
nneapolis 
WCCO st. Paul 
Wwoc Davenport 


































WHEN customers come into your store at 
the rate of 250 a week and ask for a 
certain article by name, so that all you 
have to do is wrap it up and punch the 
cash register, you know that you’ve made 
a mighty profitable connection with that 
particular line. 


Melvin M. Burtis, manager of the radio 
department of the Alexander Grant’s Sons 
store in Syracuse, N. Y., says: “The 
Eveready line has been one of the most, 
if not the most, profitable of any single 
item in the radio department. . . . With 
your continuous national advertising we 





“Practically every customer 
specifies Eveready” 


EVEREADY 


Radio Batteries 
















can safely say that sales resistance has 
been very limited. Practically every cus- 
tomer specifies Eveready.” 

Eveready high quality batteries, Ever- 
eady national advertising and multi-station 
broadcasting, Eveready window display 
material and Eveready trade service make 
Eveready Radio Batteries the inevitable 
choice of dealer as well as consumer. Make 
sure your dealers are well stocked. 

Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, 


INc. 


New York San Francisco 
Atlanta Chicago Dallas Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 


- they last longer 
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The Allen-Bradley Line 
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BRADLEYSWITCH 












Good 
Profits 


Quick 


Turnover 


Electric Controlling Apparatus 
492 Clinton Street Milwaukee, Wis. 
ROBOTEER DEE 











chandising family, both striving to 
help each other with a spirit of co- 
operation with the result that their 
combined efforts mean larger volume 
with correspondingly larger ‘profits 
for both. 
* * * 
Pointers on Running Radio or 


Electrical Shows 


Here are the revised and broad- 


|ened recommendations of the Electri- 


cal Manufacturers Council on electric 
and radio exhibitions. With the grow- 


|ing tendency of the jobbers to act- 


ively engage in such exhibitions, a 


| knowledge of these recommendations 


will be worthwhile. 

1. For the fullest co-operation, 
exhibitors as a whole should have 
representation in the management of 
the show equal to that of the local 
management. 

2. Class and nature of exhibits 
should be determined by the show 
management. Concessions for sale of 
knickknacks, candy, toys, etc., should 
be prohibited as they detract from 
the educational value of exhibits. 

3. Souvenirs represent waste and 
extravagance of a character which the 
industry is trying to prevent. They 
are not beneficial in promoting the 
object of shows. 


main educational 








Their distribution at shows should, 
therefore, be prohibited. 

4. Exhibitors should not be asked 
to give financial support through ad- 
vertisements or in any other way to 
programs and catalogues. These, if 
issued, should not contain any adver- 
tisements. 

5. Passes should be issued to offi- 
cers, official representatives and at- 
tendants of companies exhibiting, the 
number to be based equitably on the 
space occupied. 

6. Exhibitors should have trade 
tickets at one-half the regular ad- 
mission price, settlement to be made 
on the basis of the tickets actually 
turned in at the gate. 

7. The show management should 
strive to make the character of the 
exhibit such as will reflect credit upon 
the electrical industry and at the same 
time keep the expense within reason- 
able limits. Any surplus after pay- 
ment of legitimate expenses should be 
returned to exhibitors in proportion 
to the amount of space used. 

8. The show management should 
have the right to discontinue and re 
move any exhibit which in its opinion 
is objectionable to exhibitors, the pub 
lic or the industry. 

9. For the amount paid for space 








- 


If you look closely you will see George Hull Porter, Western Electric Co., Chi- 
cago, who closed the deal for two radio broadcasting stations, one at Notre Dame 
University, the other at Illinois University, which Boetius H. Sullivan has given 
to those institutions in memory of his father, Roger C. Sullivan, the late political 


chieftain of Chicago. 


It is said the gifts amount to $100,000 each. Left to right: 


Murrell Trees, University of Illinois trustee; Boetius H. Sullivan, radio donor, whe 


is convalescing in a Chicago hospital; 


Robert F. Carr, former trustee, 


Standing: 


George Hull Porter, Western Electric Co., and E. H. Beane, U. S. radio super- 


visor for the Middle West. 


Mr. Sullivan tendered the gifts from his sick room. 
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How the 
Radio Corporation 
of America 
is Meeting the 


Le q d ers h ip | a 


eo pear 


—— 


It has made America the 
radio center of the world, 


. * 
through the high power 
In qu a ] C , radio telegraph circuits 


e that link our country, by 
direct radio communica- 
In erformance tion, with seven countries 
of Europe, with Asia and 

a ] l % A : E S with South America. 


It has developed radio 
ship sets, and a ship+to- 


Radiola shore radio service that 


makes the high seas safer, 


Super -Heter, odyne | and aids all marine com- 





merce. 








—famous for performance! Because 







it needs ho antenna—no connections It has the technical re- 
of any kind, it is the set for summer sources of laboratories for 

search thz only carry 
homes, motor boats, all outdoor ana ine agent ai 






on unceasing experiment 


places. Don’t miss a single sales for the perfecting of Re 
opportunity ! diolas and Radiotrons, but 












study the problems of | 






high power commercial 






transmission, and conduct 






research into every phase | 





of radio. 








With its associates, the 
Radio Corporation of 
America maintains ten 
powerful broadcasting sta- 
tions, whose programs 
serve the whole nation: 
WIZ, WJY, WGY. WBZ, 
, WRC, KDKA, KOA, 
KFKX, KGO, KYW—from 
New York to California! 
































































By its extensive research 
in the development of 
Radiotrons, the standard i 
















vacuum tubes of radio, it 
has made contributions of 






inestimable value to radio 






progress. 







Radio Corporation 
of America 


Sales Offices: 


233 Broadway, New York 
10 So. La Salle Street 
Chicago, Ill. 

28 Geary Street 

San Francisco, Cal. 
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New Radio Products, Illustrated 











A pencil looks “tall” beside this Am- 


plion “Dragonfly.” 


live 
wal 


People who room, 
in kitchenet apartments, thin- 
led flat buildings or other places 


where a “Loud” loud speaker might 
invite the wrath of neighbors, must 
have been in mind when this Amplion 
“Dragonfly” was created. Although it 
measures only “knee-high” to the usual 
loud speaker (being but nine inches 


tall 


), it is in no sense a toy. The ex- 


planation of the Amplion Corporation 


of 


America, 280 Madison Ave., New 


York City, is that this “Dragonfly” is 
a replica on a reduced scale of a 
larger Amplion. 





While console type phonogravhs 
are easily adaptable to the addition 
of radio receivers, net so much at- 
tention has been called to units for 
the upright type of phonograpis. 
The XL-5 phono unit illustrated 
here is being marketed by the A-C 
Electrical Mfg Co , Dayton, O., and 
is designed especially for upright 
phonographs. It is a 5-tube set, 
using storage batteries, with the 
same range as the A-C cabinet sets. 














With the chain in position, the panel 
may be slid out as the operator de- 
sires for convenience. The phono 
unit, wired to the receiver connec- 
tion, is attached to the tone arm of 
the phonograph by simply pressing 
over the end of the arm after the 
reproducer has been removed. ‘Fun- 
ing and operation of the XL-5 is 
like other types of the A-C. Dayton. 
There are five dials on the set. Ihe 
three larger ones are the only ones 
used in tuning. The smaller ones, 
“volume” and “clarity” may be set 
where the best tonal effects and vol- 
ume are wanted. All dials tune 
alike. 





Ee 








-The “Radiophan” adapter is a 
unit which permits the radio bug 
to select any desired unmounted 
crystal and to place it in the adap- 
ter where it may be used in com- 
bination with another crystal or 
cat-whisker for detecting purposes. 
It is manufactured by the Tuerk 
Manufacturing Co., 561 W. Wash- 
ington St., Chicago. 








The All-American Radio Corpora- ° 
tion, 2650 Coyne Ave., Chicago, has 
brought out the Rauland-Lyric All- 
American transformer _ illustrated 
above. This transformer is a labo- 
ratory type of instrument, designed 
to amplify in a uniform, clear and 
exact manner. The company states 
it surpasses in reproduction their 
high grade All-American type R-12. 











The Neutrowound Radio, Manu- 
facturing Co., 1721 Prairie Ave., 
Chicago, announces their 1926 model 
Neutrowound. This set has an all- 
metal case to serve not only as a 
sturdy protection for the vital parts 
of the set, but also to act as an 
electro-magnetic shield against out- 
side interference. 











A two-ampere Tungar battery 
charger has been introduced by the 
General Electric Co., so compact 
that it may be tucked away in a 
radio cabinet and made a part of 
the set. 

This little unit may also be used 
for recharging automobile batteries 
as well as all “A” and “B” radio 





batteries without an auxiliary device 
or attachment. 

With the new charger there is a 
new type of Tungar bulb. Its elec- 
trical characteristics and operation 
differ in no way from the former 
bulb, but the bulb is inserted in the 
socket and all connections are auto- 
matically made through the base. 
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New Radio Products, Illustrated 








the left. 


The Langbein-Kaufman Radio Co., New Haven, 
Conn., announces its new improved concert selector, 
called the Variable Clarifying Selector, shown on 
This is a new tuning instrument designed 
to replace variocouplers, fixed couplers, aerial vari- 
ometers and aerial tuning devices. 

On the right is the new VT-25 Variotransformer, 
a tuned radio frequency transformer so designed 
as to amplify equally throughout the entire broad- 
cast range delivering results 
stages of fixed radio frequency transformers. 


equivalent to two 














Announcement is made by _ the 
Jewett Radio & Phonograph Co., 
Detroit, Mich., of its new Super- 
speaker Highboy, complete with 
Adam Motif table, in No. 1 African 
Mahogany or finish American Wal- 
nut. The Superspeaker Highboy 
houses completely the set, wet or 
dry batteries and connecting wires. 
Three disappearing doors permit 
the Highboy to accommodate almost 
any type of set up to 30 inches in 
length. 





The H. & H. Flush Radio Outlet 
is a new product of the Hart & 
Hegeman Manufacturing Co., Hart- 
ford, Conn. This outlet is designed 
to be installed flush in the wall or 
baseboard “Like a Convenience Out- 
let”—handy for antenna and ground 
wires or as a battery outlet It 
takes only standard radio plugs, so 





the set can never be accidentally 
connected to an electric light cir- 
cuit. Ordinary cord connectors or 
attachment plugs will not fit. With 
the new uses for headset or phone 
outiets in church pews, private res- 
taurants, shoe repairing establish- 
ments, ete, the Hart & Hegeman 
Co. believes it has an outlet to fill a 
rapidly growing demand. 

















Above is shown the Durham va- 
riable grid leak, manufactured by 
Durham & Co., Philadelphia, Pa. 
This grid leak is of great value in 


~£e, 


eC r= 








operating detector tubes at their 
highest point of efficiency It is 
noiseless in operation and has an un- 
qualified guarantee of replacement. 








A new Adjustable Table-Talk- 
er has recently been announced 
by C. Brandes, Inc., New York, 
makers of the Matched Tone 
Headsets and pioneers of the $10 
loud speaker market. It offers 
not only an adjustable feature, 
but also a gooseneck fibre horn. 
The adjustment lever is located 
at the back of the base in an in- 
conspicuous place and yet in a 
very convenient position. ‘This 
adjustment greatly increases the 
volume of sound produced and 
sensitivity of the table-talker and 
makes tuning-in distant stations 
much easier. All adjustments 
can be made as_ shown above 
without lifting the Table-Talker 
from the table. 

The horn over all is 18 inches 
high, having a 10-inch bell. It 
gives rich tones and good vol- 
ume. It is finished in a neutral 
shade of dark brown and has a 
felt padded base. It requires no 
extra batteries for operation and 
is furnished with a five-foot no- 
larity-indicating cord. 
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Sell your dealers 


GENERAL RADIO 


Condensers 


active 


Profits 





} VARIABLE AIR CONDENSER 
WITH VERMEER ADJUSTMENT 
PRICE $5.00 

















They give 
dealers an 


Turnover 
With Good 


Efficient 
Dest 


H aren come Popular 


Prices 


General Radio Condensers are popular instruments 
selling at popular prices. They represent the best 


balance between dielectric, eddy current, 


and con- 


ductivity losses that is consistent with efficient design 


for use in broadcast reception. 


Lower Losses and Lower Prices make 
outstanding values of condenser design. 


them the 


In getting your dealers stocked for future business 
—remember that the General Radio Line has meant 
good will from satisfied customers and consistently 
increasing profits to dealers for over a decade. 


If you are not already getting your share of profits 
our latest 


from the General Radio Line write for 
catalogue 920J. 








ae, 








is 


GENERAL RADIO Co 


ees 
t 


Cambridge, Mass. 





GENERAL RADIO @ |F-- 


















the show management should provide 
the following service to exhibitors: 
Insurance against fire and theft; rea- 
sonable protection against fire and 
theft; watchman day and night; clean 
aisles and thoroughfares (not includ- 
ing exhibits); store boxes and other 
containers in good order and at the 
proper time deliver them promptly to 


| exhibitors for return shipment. 





10. Before contracting for space 
or otherwise committing themselves 
to participate in an electric show or 
exhibit, all electrical manufacturers 
should ascertain from the executive 
secretary of the Electrical Manufac- 
turers Council if the management 
thereof has adopted the foregoing rec- 
ommendations. 

11. Radio loud speaking devices 
of any description should not be used 
by exhibitors unless such devices are 


enclosed in suitable sound-proof 


booths or other enclosures approved 
by the show management, and which 
will entirely prevent objectionable 
noises and discord, annoying to other 
exhibitors. 

12. In combination electrical and 


_radio shows, or in strictly radio 


| shows, electric motors, vacuum clean- 


ers, washing machines, X-ray appa- 
ratus, spark coils and other devices 
which tend to create electrical and 
sound vibrations, should not be per- 


| mitted to operate during the periods 


of broadcasting when radio exhibit- 
ors are anxious to demonstrate the re- 
ceiving qualities of their apparatus. 
13. The exhibitors should have 
the right to publish any speech, ad- 


dress or other matter that is broad- 


cast direct from the show through the 
medium of any broadcasting station. 


* * * 


When You Reach Out For 
Distance 
The DX devotee, when he goes ad- 
venturing in the air, must see that his 


| set is fully girded and prepared for 


the grand hunt. He is the knight- 


| errant of the ether, but instead of a 
| searlet banner he sends aloft an aerial, 


and instead of the weapons of the 
crusader he is armed with batteries, 
tubes and condensers, 

If he would pluck the prizes of the 


| air, here are some of the things he 


| must look out for: 


1. Good aerial installation. This 
involves good insulation at points of 
support, the proper lead-in insulation 
and careful planning of the position 
of both the horizontal and _ vertical 
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in Dramatic 


CONTEST 


Never to our knowledge has any 
loud speaker won so complete a 
victory. Let our next paragraph 
wait till you have first read every 


word of this interesting letter. 


Are you saying now that you 
would like to be convinced—that 
you'd prefer to make the same test 
yourself? We answer, “Fine!"’ We 
will gladly ship you one or more of any model, satisfaction guar- 


anteed. Impanel your own jury and let this truly wonderful re- 
producer prove that it actually excels others selling for two and 


three times its price. 


Improved G-G-H CONSTANT TENSION Diaphragm 
(Pat. Pending) 


Genuine DuPont PYRALIN Vibrationless Projector Horn 


Revolutionary in design and principle 
is the improved G-G-H Diaphragm, en- 
dorsed by foremost radio engineers. Bear. 
in mind that no loud speaker is any bet- 
In the G-G-H 


this vital unit is formed to secure a 


ter than its diaphragm. 


positive tension in the direction of the 
poles of the magnet, making possible 
a soft clamping method that banishes 
harsh tones and blasting. 


The natural period of vibration of 
PYRALIN is so low that it cannot pro- 
duce an audible sound and so does not 
intrude false notes into the harmonies de- 
veloped by the diaphragm. The Majestic 
horn is guaranteed non-resonant and 
practically Don’t ask 
your customers to pay more for less 
quality; urge them not to spend less if 
they would be sure of satisfaction. 


indestructible. 


DESCRIPTION: Height over all, 22 in.; diameter of bell, 13 


in.; complete with 5 ft. cord. 
talline lacquer. 
cartons. Net weight, 21/, lbs. 


Volume adjustment control. 


Base finished in beautiful Crys- 


Packed in single 







Home Concert 
Model 
No. WG-10 
Ebony Finish 
Retail Price 


112= 


Shell-Mahogany Horn. 


Model WG-20. 
Retails for $15.00. 


Model WG-40. Japanese Pearl Horn. Re- 
tails for $17.50. 


Model WG-50. 
Retails for $20.00. 


Mother of Pearl Horn. 


GRIGSBY ~ GRUNOW ~ HINDS ~ CO 





4546 Armitage Avenue, CHICAGO 
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No Summer Slump with ACE 


Get your dealers to order supplies 
of the Ace Radio B Batteries. Radio 
is going to be good this summer—just 
as good as we make it. 

The new ACE is put up in a beau- 
tiful mahogany finished case with a 
minimum of lettering and is designed 
to match the finish of the radio re- 
ceiving sets. 

It gives long, steady service to radio 
fans using it with their sets. The 
ACE is dependable and this fact has 
earned it a preference among fans 
which is expressed in sales. 

The ACE Radio B Battery brings 
more and better business all through 
the year. Manufactured in all stand- 
ard sizes. Sell the ACE to all your 
trade. 


ONpfé Garbon Products eC 


LANCASTER, Ono | 
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portions of the wire with respect to 
metallic objects in the proximity of 
the antenna. 

2. The set should be shielded to 
prevent the effects of body capacity. 
Without this shield the operator’s 
body, as he touches the tuning con- 
trols, forms one plate of a condenser. 
and permits some of the radio fre- 
quency impulses to leak off to ground. 

3. Proper selection of tubes for 
the circuit used, and proper arrange- 
ment of the tubes, which means chang- 
ing them from socket to socket until 
the best results are heard. 

4, Care should be taken that all 
tuned radio frequency circuits are in 
resonance. This may 
matter, but the fact is, a minute shift 
of the dial may mean a world of dif- 
ference in sharply tuned circuits. 

5. Batteries should be kept fully 
charged, so that the set may be at its 
highest efficiency and not go dead at 
the critical moment. 

* * * 


Badger Radio Co. Moves 

The Badger Radio Co., Inc., for- 
merly located at 495 E. Water street, 
Milwaukee, Wis., has moved to its own 
quarters located at 480 E. Water 
street. The rapid growth of this com- 


Bid 


seem a small 











ty 








ELVET 
ERNIER 


PERFECT RESONANCE CONTROL 


The mechanism of the “National” velvet vernier dial is made entirely of bronze 
and has an exceedingly long life. There is nothing to wear out. There is no lost 
motion or back-lash and none develops with use. It is smooth in operation and 
has sufficient inherent friction to hold it at exactly the position at which it is 
set. The dial itself is made of black bakelite. The knob is also of bakelite. 


NATIONAL COMPANY, INC. 
CAMBRIDGE 39 BOSTON, MASS. 


Mfrs. of National DX Condensers and Regenaformers. 


NATIONAL DIALS 

























Badger Radio’s New Building. 
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pany has forced it to secure more 
room, and now the entire four stories 
of the new building are given over to 
the radio business. 

Five men travel Wisconsin and the 
northern peninsula of Michigan sell- 
ing radio exclusively for this com- 


pany. James D. Harvey, president 
of the Badger Radio Co., Inc., is also 


the Wisconsin Radio 
Trade Association. 
* * * 
London Talks to the Whole 
United States 


This is the Hotel 


secretary of 


“Hello America! 


Savoy broadcasting from 5 Savoy 
Court, London, England, Station 
5XX.” 


A moment later came the music, 
loud and clear, and apparently none 
the worse for its long and varied 
journey from the London ballroom, 
some 3000 miles away, to listeners in 
American cities, towns and villages as 
far west as Milwaukee. This epoch- 
making event took place recently, and 
hundreds of thousands of _ radio 
listeners participated in the first suc- 
cessful experiment of its kind in in- 
ternational broadcasting. 

Just how the London music was 
brought to the American receiving 
sets is a noteworthy example of radio 
engineering and co-ordination of radio 
facilities. Indeed, never before has 
a message broadcast 
from one station to be picked up by 
another station, and re-broadcast from 
there to be picked up by a third sta- 
tion for rebroadcasting to the radio 


or music been 


audience. 

This concert from England had its 
origin in the Hotel Savoy, London. 
The signals were sent over land 
wires to the high-power station at 
Chelmsford, England, with call let- 
ters 5XX. There the signals were 
transferred to a 20,000-watt radio 
telephone transmitter for transmission 
on a 1600-meter wave. On this side of 
the great “pond,” these signals were 





A Cincinnati shoe repairing establishment is providing radio entertainment for its 


patrons while waiting the repair of their shoes. 
arranged along the walls are now equipped with radio ear-phones. It 


The long line of little private booths 
is the first 


shoe repair shop to recognize the radio as a valuable addition to its business, accord- 


ing to its manager.—P. & i. 





intercepted on a super-heterodyne re- 
ceiver operating in conjunction with 
a long wave antenna, located at Bel- 
fast, Me., thus spanning the Atlantic 
Ocean or a distance somewhat less 
than 3,000 miles. The Belfast Sta- 
tion is normally engaged in receiv- 
ing long-wave radio signals from the 
high-power radio telegraph stations 
in various parts of Europe; but part 
of the equipment at Belfast had been 
temporarily converted for the purpose 
the 1600-meter 


broadeast signals. 


of receiving radio 

The greatly attenuated radio tele- 
phone signals reaching Belfast from 
Chelmsford had to be amplified almost 
countless times, before being fed into 
transmitter for re- 
The next link in the 
chain was provided by short waves 


a short-wave 
broadeasting. 


which spanned the gap between Bel- 
fast and the laboratory of the Radio 
Corporation of America, located at 
Van Cortlandt Park South and Saxon 
New York. Here Belfast’s 


avenue, 
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Path of the Hetel Savoy Messages. 


wave was picked up on a modified 
“Regenoflex” circuit receiver designed 
especially for short-wave work, and 
again reinforced by means of special 
audio-frequency amplifiers. 

Thus far our London signals were 
brought down as far as the outskirts 
of New York City. The next step 
was to relay the reinforced signals 
over land wires to the control room 
of station WJZ in the Aeolian Hall 
building, in the heart of New York 
City. Again the attenuated signals 
were rejuvenated by the audio-fre- 
quency process before they could be 
fed into the usual transmitting ap- 
retransmission on _ the 
usual wave length of 455 meters. 
With the click of a switchboard key, 
WRC in Washington was cut in on 
the circuit and London’s audience was 
proportionately enlarged. 


paratus for 


Despite the distances spanned and 
the links in the chain 
stretching from the Hotel Savoy in 
London to the receiving set in city 
apartment or the remote farm house 
in the United States, it is estimated 
by radio engineers that less than one- 
fiftieth of a second was consumed in 
the transmission. It can be said, 
therefore, that Europe and America 
were only one-fiftieth of a second 
apart during these experiments. In 
truth, the radio listeners in the United 
States heard the 
London orchestra even before those 
same strains reached the audience in 
the Hotel Savoy, due to the relative 


various 


the music from 
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Sell 
EAGLE 





RECEIVERS FOR 
GOOD BUSINESS 


Help Dealers keep on 
the right side of the 
ledger. 


Copy of 


Eagle Life sent on request. A 
helpful, interesting and amusing 
monthly. 


Get on the mailing list. 





Eagle Radio Company 
17 Boyden Place - Newark, N. J. 


MODERN 


MODERN TRANSFORMERS are 
leaders in their field of usefulness, 
having always enjoyed extreme 
popularity because of their quality 
of tone and powerful amplifica- 
tion, which are unsurpassed. 























MODERN TRANSFORMERS rep- 
resent the very highest possible 


achievement in quality, design 


and workmanship. 


Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


World’s largest transformer manufacturers, mak- 
ing transformers exclusively for Radice 


Toledo, Ohio 


TRANSFORMERS 








sluggishness of sound waves as com- 


| pared with the lightning swiftness of | 


radio waves. 
x * * 
A Thrilling Night on Main 
Street 


Hegeman Mfg. Co., relates this inci- 
dent in the life of one of those re- 
sourceful scouts of modern commerce, 
the jobber salesman, so often branded 
as “order takers.” 


“Back in one of the jerk-water 
towns, where, if one is lucky they 
get ‘in and out’ the same day, a 
certain salesman named Hackett had 
the: pleasure of seeing the rear coach 
disappear from view just as he 
reached the station platform. 

“But Hack was a ‘regular’ and 
after the first few minutes of good 
straight cussing he set about trying 
to figure out what he could do be- 
tween now and then, then being 9:12 
a. m. and the next train out. A lot 
of us at one time or another have had 
the same experience. 

“It was near dinner time, supper 
they called it, so back up Main 
street hiked poor Hack, knowing 
that at least he was in for a real 
meal and a good night’s rest. Al- 
though small, the town had a well- 
earned reputation for its hostelry. 

“With the coming of dusk the 
lights gradually began to make their 
appearance on Main street and 
shortly things began to take on an 
actual air of activity. Mingling 
with those moving up and down the 
street Hack found that after all win- 
dow shopping was not something 
confined to Broadway. 

“By far the larger number of the 
crowd seemed to be directly or in- 
directly headed for the Lyric where 
Mary was holding forth. But not 
so our friend Hack. He was in at 
McDowell’s talking radio with the 
old man. 

“Strange how things go, but dur- 
ing the evening Mac mentioned that 
they were just ready to start. work 
on the new hospital. Hack had a 
burst of speed in his grey matter 
factory and said “how about radio.” 
All he had read about how hospitals 


were 


came back with a rush. 

“Now MacDowell had charge of 
the electrical installation in the new 
hospital and Hack sold him on the | 
necessity of putting in a “central” 
receiving set with loud speaker con- | 








Haynes Everest of the Hart & | 








“Absolutely 


O. K. when it left our store.” 


Can you definitely tell your 
customers this? Not unless 
your tubes are permanently 
marked. You can _ prevent 
75% of your replacements. 


An Etch-O-Tube Outfit will 
do this quickly and cheaply. 


Write to 


Union Electric Company 
Pittsburgh, Pa. 








being equipped with radio | 








The Jobber’s Salesman is 
the only newspaper of the 
jobbing branch of the in- 
dustry. 

ww 


It is the only clearing house 
for ideas and sales sugges- 
tions of those engaged in 
the jobbing branch of the 
industry. 

ww 


It is the only publication 
that is devoted exclusively 
to the business in which you 
are engaged. 

www 


Why not take advantage of 
this helpful, interesting 
service? A dollar a year 


brings it. Subscribe now. 
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Model V, Metal 


Cabinet, Mahogany Chicago PHILADELPHIA Pittsburgh : , W 
— 7 _ 4718 Canadian Factory—Kitchener, Ontario Bell : . 


Model V'l,$ 
11” Wood Belt’ 3O 


Model VII,$22 
21" Wood Belt’ IP 
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SUPREME QUALITY of Broadcast Programs is 
the 1925 radio demand—quality of entertainment, 
quality of information, quality of instruction. 


Perfect enjoyment of the wonderful Super- 
Programs by grand opera stars and noted art- 
ists, now a regular feature of New Era broad- 
casting, requires the faithful re-creation of 
Music Master. 


Wood alone for vibrant, resonant amplifica- 
tion—heavy cast-aluminum for tone develop- 
ment without distortion—finest watchmaking 
accuracy in the reproducing instrument 
—all these elements combine to make 





{Music {Master Corporation 


Makers and Distributors of High-Grade Radio Apparatus 


Tenth and Cherry Streets 


~Music ~—Master—the ~ACusical Instru- 
ment of Radio. There IS no substitute. 
Music Master Radio Products are now, and 


always shall be, of highest quality, fairly 


priced to the public, liberally margined to the 
trade to yield the dealer a handsome net profit, 
and well advertised to move the goods. It 
pays to handle Music Master—the 
most merchantable item of radio today. 
There IS no exception. 
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Music Master 
Resonant Wood 
Insures Natural 

Tone Quality 


Master 


ace of head phones 
No batterte: 
No adjustments 
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SILveRLITE 


Trade Mark Reg. 


Has Made Good 


VER two years ago we started to test Silverlite all metal re- 
flectors in our laboratories. The results were so perfect we 
were almost afraid of them. 


We had other unbiased laboratories check our tests. The results 
were the same. 


Then we started actual window tests in carefully selected loca- 
tions. Silverlite made good. 


Today Silverlite is recognized everywhere as the most efficient, 
most economical window reflector yet produced. 


All metal, unbreakable, extension neck allowing alternate use of 
different lamps in the same reflector. Nonpeeling, light in weight, 
beautiful, compact to stock; profitable to handle. 


All proven Silverlite features. 


Write for complete information. 


I.R FRINK Inc. 


24th Street and 10th Ave., New York 


TTTITITITITT INTC OTT 


Recent Silverlite 
Installations 


The Wonder Millinery Store, 
Portland, Oregon. 


L. H. Barber Company, 
Stationers, 


Oakland, Cal. 


Kurzman, Inc. 
5th Ave. & 36th St., 
New York City. 


Dobbs, Inc., 620 Fifth Ave., 
New York City. 


Walkover Shoe Store, 
Main St., Yonkers, N. Y. 


Meekins, Packard & Wheat, 
Springfield, Mass. 


Strawbridge & Clothier, 
Philadelphia, Pa. 


The Stern & Mann Company 
Canton, Ohio 


The Keely Company, 
62 Whitehall St., 
Atlanta, Ga. 


Davison, Paxon, Stokes, 
59 Whitehall St., 
Atlanta, Ga. 
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Canada—Associated with The Robert Mitchell Co., Ltd.. 64 Belair Ave... Montreal 
Chicago, III San Francisco, Cal. Seattle, Wash. St. Louis Mo. 
Boston, Mass. Cleveland, O tuffalo, N. Y. Atlanta, Ga. 
Detroit, Mich Portland, Ore Birmingham, Ala. Pittsburgh, Pa. 
Cincinnati, O. Washington, I). C. Philadelphia, Pa Los Angeles, Cal 
Three sizes f Silverlite reflectors ay now read fo) 
immediate shipment. Others ready soon, 
e- r 
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narrow windows, deep windows. Ings, 
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Here’s the floor fitting 


for banks and offices 


Because of present-day conditions in banks and 


offices, convenient floor 
almost indispensable. 


connections have become 


The R & S line of electrical fittings has been aug- 
mented by “Number 2696” which, combined with the 
well known “Number 1930” bushed stand pipe, pro- 
vides an ideal combination for high and low tension 


applications 

ments. 
“Number 2696" is a duplex 

receptacle— plug in either end 


for desk lamp. Dictaphone, 


adding machine, ete. “Num- 
ber 1930” is a single outlet for 
any low tension need such as 
telephone or annunciator. 

Neat appearance, convenient 
accessibility and rugged con 
struction are the — principal 


Russell & Stoll Company 


light and telephone or similar require- 


features of these two items. 
They are applicable to all 
types of floor distribution sys 
tems. Every jobber, electra 
gist, electrical engineer and 
architect will be interested in 
the information we have ready 


for him. It pertains to the 
varied applications of these 


necessities. 


53 Rose Street, New York 


BUFFALO CHICAGO BIRMINGHAM BOSTON DETROIT CLEVELAND 
LOS ANGELES PHILADELPHIA PORTLAND SAN FRANCISCO 
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__ Convenience Plus 


Accessibility 








R & S Service 


Means close cooperation with the entire 
electrical industry in the solution of com 
mon or unusual electrical problems. Our 


experience and facilities are 
your command. 


subject to 
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Who uses the 
EMF ELECTRICAL YEAR BOOK 
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and how they use it 


F. S. Hagerman, Sales Manager, 
Electric Appliance Co.,Chicago, II. 
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The EMF “We use the EMF Electrical It isn’t strange then that jobbers 
Electrical Year Year Book 3 to 4 times every day unhesitatingly say ‘‘we can’t get 
Book Conteine to locate the manufacturers of along without it.” 

some product. Our quotation, 
Over 3,100 practical purchasing and sales department 


If you are not using the EMF 


definitions of electrical : 
products. re weg tir shi oe you are overlooking a lot of busi- 
Over 51,000 listings of ike i” eae Mr. th a se anoulé be getting—or 
manufacturers under the : ; F perhaps your customers are 
products they make. Almost a thousand copies of going elsewhere for information 
sienna the EMF are in daily service in you could give them if you used 
entries. the electrical jobbing field. Thou- the EMF. 
m oe sands upon thousands of orders 
ane are being placed that would be It will pay you to consult 
lost without the iniormation in- the EMF whenever you want 
A Gesguephts Section stantly found in it. to buy. 


for locating nearest 
source of supply of any 
electrical product. 


ae If you have a copy of the EMF use it, 
Reape concn tetas if not, get in touch with us. 


as a telephone directory. 











ELECTRICAL TRADE PuBLisHING Co. 


Also Publishers of The Jobbers Salesman 


53 WEST JACKSON BLVD. CHICAGO 


Whatever you want ¢oknow-if itS electrical-look in che EMF 
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rections to all the rooms. The next | 
morning he was able to close the | 
deal and Mac gave him an order. | 
There were 67 radio outlet recep- | 
tacles and plates and a lot of wire. | 


“Hack caught the 9:12.” 
s+ s 


Milwaukee Has Radio pow 


ciation 


A unique organization has been | 


formed in Milwaukee, Wis., under the 
name of the Wisconsin Radio Trade 
Association. Originally local in its 
interests, it has grown to such pro- 
portions that it is rapidly becoming 
a strong radio factor in the entire 
state of Wisconsin. Already Racine, 
Kenosha and other towns are plan- 
ning a local branch of the parent or- 
ganization. 

All of the jobbers in Milwaukee 
are members, as well as all the broad- 


casting stations. It has a contract | 


with the Auditorium there covering a 


five-year period, during which time | 


the association is the only one which 
can have a radio show in the Audi- 
torium. A very successful show was 
held last fall, and plans are under 


way for even a larger one this year. | 


An interesting feature of the asso- 
ciation is the broadcasting committee 
which regulates to a large extent the 
broadcasting in Wisconsin. 

The officers are: Michael Ert of 
Michael Ert, Inc., president; Alexan- 
der Kailing of Alexander M. Kailing 
Co., vice-president, and J. D. Harvey 
of the Badger Radio Co., secretary. 

* * * 


Gee Active in Radio Associa- 
tion 

H. W. Gee, who is president of the 

Gee Electric Co., Wheeling, W. Va., 

was recently elected vice-president 

of the Central States Radio Jobbers’ 

Association, which has its headquar- 


ters at Cincinnati, O. 
. + 2 


Back With His Old Boss 


J. A. Guiltault writes that he is 
now with his old boss, L. C. Barbeau, 
operating since April 1, 1924 under 
Electric Supply Co. Limited, 161 
Craig West, Montreal. He is pur- 
chasing agent and supply sales man- 
ager. He further states that his com- 
pany, with its past experience and 
trade connections, will this year 
double its business. 

J. A. is starting to work immedi- 
ately on a catalogue and price book. 























New— 


Indestructible 
/ 


REFLEX REFLECTOR 


MORE LIGHT BETTER LIGHT 
AT A SAVING OF CURRENT 
SUPERIOR to any other reflector, by actual tests 
WILL NOT BREAK, CRACK, PEEL or RUST, made entirely of alumi- 
num. 


SATIN-FINISH will give from 20 to 50% more light, and an evenly 
distributed light. i 


Attractive in appearance, small and neat, outside japanned beautiful bronze 
color. 


For use with 100 or 150 watt lamp. 


Price $3.00 


SOLD ONLY THROUGH ELECTRICAL JOBBERS 
Write for literature today. 


Suw:aay 


119 Lafayette St. (Dept. M) New York 
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THESE BETTER GLASS'INSULATORS 
MAKE SALES 


“Lynchburg” Glass Insulators Lynchburg Glass Insulators are 
= ww better designed, pressed and annealed 
insulators—thats why. with only quality and service in 
After many years of hard service, view. This is why you should and 
Lynchburg Glass Insulators on can sell them in profit making 
low and medium voltage lines quantities. They practically sell 
show absolutely no deterioration. themecives 

Lynchburg quality is a tremen- ‘ ra : 
dously important sales factor,—it Samples and descriptive literature 
actually sells insulators. gladly furnished on request. 


LYNCHBURG GLASS ;CORPORATION 


Lynchburg, Virginia 
“Supreme Where Quality Counts” 
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Territorial Distribution Plan 

An exclusive territory distributor 
and dealer franchise plan for the dis- 
tribution of ‘““Day-Fan” radio prod- 
ucts next season has been adopted by 
the Dayton Fan & Motor Co., Day- 
ton, O. It is now ready to conclude 
arrangements with its distributors 
and the new franchise is being of- 
fered only to a selected list. The 
distributors, in turn, will soon be 
ready to make arrangements with 
their own dealers. 

The 
“Day-Fan”’ 


company also. states that 
list prices and jobbers’ 
discounts are guaranteed to June 1 
under any circum- 
lowered. On June 1 it 


will guarantee prices and discounts 


and will not 


stances be 


for a full year. 
* * Ox 


C. D. Wood Electric Co. 


Announces New Products 

C. D. Wood Electric Company, 
Inc., New York, announces that it is 
coming out at the present time with 
a new line of wiring devices and elec- 


trical specialties. Five items are in 


production now, namely, a_ single 
composition flush receptacle, a du- 


plex composition flush receptacle, a 
two-piece sign receptacle 
made with terminals, and also with 
6-inch leads, and a porcelain recep- 


porcelain 


tacle, with a japaned iron cover made 
to fit a 314 inch outlet box. Many 
new design features are incorporated 
in these five items. 

The same company also announces 
that in the near future a toggle and 
push-button switch, a canopy switch 
and a two-way plug will be added to 
the line. 


* * * 
T. C. Smith Makes New 
Appointments 
T. C. Smith & Company, 3907 
Powelton Ave., Philadelphia, Pa., 
manufacturer of connector plugs, has 
announced that William Bernard 
Clark has become associated with 


the company in the sales department. 
Mr. Clark has been the Philadelphia 
manager of the Waterbury Brass 
Goods Corp., of Waterbury, Conn., 
for the last five years. The company 
also recently opened a Chicago of- 
fice at 518 Peoples Gas building, 122 
S. Michigan Ave. Wm. V. Rudd will 


act as resident manager. 








Unique Display for Globe 
Heat-sets 


Something unique and at the same 
time attractive in cut-out signs has 
been developed by the Globe Phone 
Co., Reading, Mass. The head-set is 
contained in a box and when this is 
opened the cut-out is so arranged that 
the head-set comes within the cut-out 
opening with an arrow pointing down 
at the head-set. On the arrow is the 
list price—$5. At the top of the dis- 
play is the trade mark of the company 
—the earth with the word “Globe” 
across it. 

* * & 
Westinghouse Time-Payment 
Financing Company 

The Westinghouse Acceptance cor- 
poration has been organized with a 
capital of $2,000,000 to assist buyers 
of Westinghouse products in financing 
time-payment sales of electrical ap- 
paratus. Headquarters of the new 
corporation will be in Pittsburg and 
branch offices will be opened in other 
cities. F. A. Merrick is president of 
the new concern and G. Brewer Grif- 
fin is vice-president and general man- 


ager. 











Through the Colonial Electric Co., Philadelphia, the Packard 
Lamp Division of the National Lamp Works gave a dinner to 
Ed Stryker and some of the other men from 
Nela Park put on a sketch, “Stepping It Up,” which went over 


its “A” agents. 


well. 








Just before the play, all members of the Colonial and 
the Packard Division were introduced. There were 215 present. 
After the play, talent from local theatres was obtained and a 
smashing, big cabaret put on. 
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Reflector & Illuminating 


Getting Set on Distribution 

The Reflector & Illuminating Co., 
575 W. Washington street, Chicago, 
announces the appointment of the 
Paragon Electric Sales Co., Phila- 
delphia, as its representative in that 
territory; also that the Geo. H. Walin 
Co., Boston, is now its New England 
distributor. 

Mr. Herron of the company says 
the electrical jobber has taken hold 
of the new line of “Sterling” reflectors 
in a fine way, and they’re going to 
work harder than ever to help the 
jobber. One or two other territories 
are still open for a good distributor. 


* * * 


Bryan-Marsh Moves New 
York Office 
The Bryan-Marsh Division of the 
National Lamp Works of General 
Electric Co., moved April 1, into its 
new offices in the Postum building, 
250 Park avenue, New York. 


Chambers Joins Jefferson 
Glass 

F. E. Chambers, who for the past 
two years has been sales manager of 
the Inland Glass Co., Chicago, has 
recently joined the organization of the 
Jefferson Co., of 
W. Va., and will have charge of sales 
and advertising. 

Previous to his connection with the 
Inland Glass, Mr. 
president and manager of the Cham- 
pion Brass Works of Coldwater, 
Mich., and organizer of the Chamber 
of Commerce in that city. 

This company is going after busi- 


Glass Follansbee, 


Chambers was 


ness energetically, through electrical 
jobber channels, and Mr. Chambers 
has surrounded himself with men who 
are not only thoroughly capable sales- 
men in their line but are well known | 
and are looked upon with high regard | 
by the jobbers in their respective ter- | 
ritories. | 

The pictures below show Mr. Cham- | 


bers and his corps of able assistants. | 
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This Is the Enterprising Sales Organization of the Jefferson Glass Co. 
Left, F. E. Chambers, Sales Manager; Upper Right, Paul D. Burress, Chicago and 
Milwaukee Representative (Jobber Division); Lower Left, C. E. Lofland, Jr., 
Western Representative (Jobber Division); Lower Right, W. O. Yagerline, Central- 
Eastern Representative (Jobber Division). 


Upper 








AND 


“AMERICAN 
BRAND” 


Weatherproof oud 


Bare Copper Wire 
and Cables 


SETTING A STANDARD 


The quality of our “AMER- 
ICAN BRAND” weatherproof 
wire and ‘‘A-| BRAND’ 
Magnet Wire, is a _ standard 
that has been set over a period 
of twenty-five years’ experi- 
ence in manufacturing, and 
has never been varied from. 


Why not sell the best on the 


market and reduce your sales 
effort? 


American Insulated 
Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND’ 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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New Electrical Products, Illustrated 








The Gainaday Electric Co., Pitts- 
burgh, Pa., has just announced “The 
New Gainaday Washer.” The com- 
pany claims that it is not just an 
improved model, but a new idea, a 
new principle. It is attractively fin- 
ished in aluminum with nickel-plated 
operating levers, drain board, lids, 
etc. 

The tub is all one piece, pressed 
from 88 oz. copper, nickel-tinned in- 
side. As it rotates from left to 
right with an easy and regular mo- 
tion the three baffles create a vio- 
lent water action unequalled in any: 
other type. The capacity of the tub 
is 10 lbs. of dry clothes and will 
wash in 8 to 5 minutes without wear- 
ing or tangling clothes because there 
is not a moving part inside the tub. 
The main mechanism consists of 
only 5 parts—worm, worm-wheel and 
8 small spur gears. ‘Timken roller 
bearings are mounted on each end 
of worm shaft—another important 
development in washing machine 
construction. Wringer is die cast 
aluminum, swinging type, left or 
right handed, equipped with balloon 
type rolls and quick-acting safety 
release. 








A new lighting unit is announced 
by the Beardslee Chandelier Manu- 
facturing Co., Chicago. The cast brass 
ornamented ring of Italian Renais- 
sance design, rich in detail, with 
the inverted mushroom bowl makes 
it an excellent unit for fine stores, 
offices, hotels and theatres. 








The Johns-Pratt Co., Hartford, 
Conn., announces a new type of 
trough for connecting adjacent No- 
ark Service Entrance Switches. The 





trough fits into U-shaped knockout 
openings in the switch cabinets. The 
trough has a large cross section pro- 
viding a roomy duct in which to run 
the service bus wires, saving the cost 
of conduit bushings and lock-nuts. 





This company also announces a 
new type of Knife-blade Renewable 
Fuse which has only six elements. 
These six elements which can _ be 
assembled in 20 seconds, consist of 
the knife blades with renewable link, 
a two-part spacing and lock washer, 
two end caps and a fibre tube with 
two threaded metallic ends. 





The Bryant “Perkins” Automatic 


Door Switch has just been intro- 
duced by the Bryant Electric Co., 
Bridgeport, Conn. This switch, 
which slips into the door casing, 
operates as the door is opened or 
closed. It is extremely convenient 
for pantries, garages, attics, closets, 





cellars and vestibules. 








The Thermal Electric is an ex- 
tremely attractive cooker made by 
the Thermal Electric Corp, Cincin- 
nati, O. It is operated on the re- 
ceding heat principle (cooking food 
in oven with the heat turned off). 
This cooker, which bakes, roasts, 
boils, stews and fries, is enameled in 
white with trimmings of gray and 
nickel. Extra side arms with heat- 
ing units (electric or gas) can be 
easily attached The frame of the 
stove is made of highest quality 
pressed steel, carefully fitted to oven 
at all points of contact. Heating 


units are of Chromel “A” wire and. 


are at top and bottom of oven. 
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New Electrical Products, Illustrated 











Convenient floor connec- 
tions in banks and offices 
are becoming almost indis- 
pensable. Among the new 
means for providing them is 
the No. 2696 duplex recep- 
tacle made by the Russell & 
Stoll Co., 53 Rose Street, 
New York. It provides an 
ideal connection for lights 
as well as electrically driven 
office appliances. It is ap- 
plicable to all types of floor 
distribution systems. The 
height is six inches over all; 
it is shown at the left. At 
the right is the No. 1930, a 
bushed stand pipe, which 
provides a single outlet for 
any low-tension need such 
as telephone or annunciator. 











Wm. H. Pearl Co., Indianapolis, 
Ind., has brought out the Pearl 
Drop Wire Bracket shown here. The 
features of this bracket are the un- 
breakable wire screw hook, the best 
quality porcelain highly glazed in- 
sulator, and the hot galvanized mal- 
leable casting insuring long life. 


The Gold Seal Electric Double 
Boiler shown above may be secured 





in three sizes: single heat (popular 
size); double heat (popular size), 
and double heat (large size). It is 
manufactured by the Gold Seal 
Electric Co , Cleveland, O. 








The Westinghouse Electric and 
Manufacturing Co., Pittsburgh, Pa , 
has recently brought out two new 
Multilux streethoods designed for 
use with Holophane 2-way and 
4-Way refractors as well as the 
Westinghouse-Holophane Bi-Lux re- 
fractor or Luxsolite globes. They 
are attractive in appearance and can 
be used as ornamental pendants. 

Multilux streethoods consist of an 
ornamental cast-iron body made up 
of two parts; cap and skirt, all 
joints are carefully sealed, making 
the complete unit thoroughly dust, 
bug and rain proof. 

This type of streethood is particu- 
larly adapted for use in smaller 
communities where ornamental units 
mounted on standards are unsuit- 
able. When used with ornamental 
crooks they make an inexpensive 
and effective lighting unit for such 
use. Photograph shows Multilux 
streethood with refractor for dis- 
tributing light up and down the 
avenue. 














The F W. Wakefield Brass Co., 
Vermilion, O., manufacturer of 
“Red Spot” hangers and other light- 
ing specialties, announces a type of 
fixture which attaches to any ceiling 
fan and gives safe and rigid support 
to lamp and globe. The unit con- 
sists of a substantial brass shell 
which bolts securely to the motor 
frame of the fan. Safety of the 
glassware is insured by bevel pointed 
holder screws. 





The idea of permanence rather 
than replacement has been the chief 
consideration in designing the new 
Everhot Electric Cooker, made by 
the Swartzbaugh Manufacturing Co., 
Toledo, O. The heating element is 
so constructed that the danger of 
burn-out is practically eliminated 
It is built around the well, giving 
volume without concentration of 
heat. The cooker is equipped with 
a four-station reciprocating heater 
switch that controls the current. On 
“high,” the cooker consumes 600 
watts; on “medium”, 330, and on 
“low”, 165. The cooker cooks 
quickly or slowly at the discretion of 
the operator. The cooker is enameled 
a pleasing gray in harmony with its 
bright nickel trimmings and most 
kitchen decorations. 











































































THE JOBBER’SfAJSALESMAN 














New Electrical Products, Illustrated 











The Gainaday Electric Co., Pitts- 
burgh, Pa., has just announced “The 
New Gainaday Washer.” The com- 
pany claims that it is not just an 
improved model, but a new idea, a 
new principle. It is attractively fin- 
ished in aluminum with nickel-plated 
operating levers, drain board, lids, 
etc. 

The tub is all one piece, pressed 
from 88 oz. copper, nickel-tinned in- 
side. As it rotates from left to 
right with an easy and regular mo- 
tion the three baffles create a vio- 
lent water action unequalled in any 
other type. The capacity of the tub 
is 10 lbs. of dry clothes and will 
wash in 8 to 5 minutes without wear- 
ing or tangling clothes because there 
is not a moving part inside the tub. 
The main mechanism consists of 
only 5 parts—worm, worm-wheel and 
8 small spur gears. ‘Timken roller 
bearings are mounted on each end 
of worm shaft—another important 
development in washing machine 
construction. Wringer is die cast 
aluminum, swinging type, left or 
right handed, equipped with balloon 
type rolls and quick-acting safety 
release. 








A new lighting unit is announced 
by the Beardslee Chandelier Manu- 
facturing Co., Chicago. The cast brass 
ornamented ring of Italian Renais- 
sance design, rich in detail, with 
the inverted mushroom bowl makes 
it an excellent unit for fine stores, 
offices, hotels and theatres. 





The Johns-Pratt Co., Hartford, 
Conn., announces a new type of 
trough for connecting adjacent No- 
ark Service Entrance Switches. The 





trough fits into U-shaped knockout 
openings in the switch cabinets. The 
trough has a large cross section pro- 
viding a roomy duct in which to run 
the service bus wires, saving the cost 
of conduit bushings and lock-nuts. 





This company also announces a 
new type of Knife-blade Renewable 
Fuse which has only six elements. 
These six elements which can be 
assembled in 20 seconds, consist of 
the knife blades with renewable link, 
a two-part spacing and lock washer, 
two end caps and a fibre tube with 
two threaded metallic ends. 





The Bryant “Perkins” Automatic 





Door Switch has just been intro- 
duced by the Bryant Electric Co., 
Bridgeport, Conn. This switch, 
which slips into the door casing, 
operates as the door is opened or 
closed. It is extremely convenient 
for pantries, garages, attics, closets, 





cellars and vestibules. 








The Thermal Electric is an ex- 
tremely attractive cooker made by 
the Thermal Electric Corp, Cincin- 
nati, O. It is operated on the re- 
ceding heat principle (cooking food 
in oven with the heat turned off). 
This cooker, which bakes, roasts, 
boils, stews and fries, is enameled in 
white with trimmings of gray and 
nickel. Extra side arms with heat- 
ing units (electric or gas) can be 
easily attached The frame of the 
stove is made of highest quality 
pressed steel, carefully fitted to oven 
at all points of contact. Heating 
units are of Chromel “A” wire and 
are at top and bottom of oven. 
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Convenient floor connec- 
tions in banks and offices 
are becoming almost indis- 
pensable. Among the new 
means for providing them is 
the No. 2696 duplex recep- 
tacle made by the Russell & 
Stoll Co., 53 Rose Street, 
New York. It provides an 
ideal connection for lights 
as well as electrically driven 
office appliances. It is ap- 
plicable to all types of floor 
distribution systems. The 
height is six inches over all; 
it is shown at the left. At 
the right is the No. 1930, a 
bushed stand pipe, which 
provides a single outlet for 
any low-tension need such 
as telephone or annunciator. 











Wm. H. Pearl Co., Indianapolis, 
Ind., has brought out the Pearl 
Drop Wire Bracket shown here. The 
features of this bracket are the un- 
breakable wire screw hook, the best 
quality porcelain highly glazed in- 
sulator, and the hot galvanized mal- 
leable casting insuring long life. 


The Gold Seal Electric Double 
Boiler shown above may be secured 
in three sizes: single heat (popular 
size); double heat (popular size), 
and double heat (large size). It is 
manufactured by the Gold Seal 
Electric Co , Cleveland, O. 











The Westinghouse Electric and 
Manufacturing Co., Pittsburgh, Pa , 
has recently brought out two new 
Multilux streethoods designed for 
use with Holophane 2-way and 
4-Way refractors as well as_ the 
Westinghouse-Holophane Bi-Lux re- 
fractor or Luxsolite globes. They 
are attractive in appearance and can 
be used as ornamental pendants. 

Multilux streethoods consist of an 
ornamental cast-iron body made up 
of two parts; cap and skirt, all 
joints are carefully sealed, making 
the complete unit thoroughly dust, 
bug and rain proof. 

This type of streethood is particu- 
larly adapted for use in smaller 
communities where ornamental units 
mounted on standards are unsuit- 
able. When used with ornamental 
crooks they make an _ inexpensive 
and effective lighting unit for such 
use. Photograph shows Multilux 
streethood with refractor for dis- 
tributing light up and down the 
avenue. 














The F W. Wakefield Brass Co., 
Vermilion, O., manufacturer of 
“Red Spot” hangers and other light- 
ing specialties, announces a type of 
fixture which attaches to any ceiling 
fan and gives safe and rigid support 
to lamp and globe. The unit con- 
sists of a substantial brass shell 
which bolts securely to the motor 
frame of the fan. Safety of the 
glassware is insured by bevel pointed 
holder screws. 





The idea of permanence rather 
than replacement has been the chief 
consideration in designing the new 
Everhot Electric Cooker, made by 
the Swartzbaugh Manufacturing Co., 
Toledo, O. The heating element is 
so constructed that the danger of 
burn-out is practically eliminated 
It is built around the well, giving 
volume without concentration of 
heat. ‘The cooker is equipped with 
a four-station reciprocating heater 
switch that controls the current. On 
“high,” the cooker consumes 600 
watts; on “medium”, 330, and on 
“low”, 165. The cooker cooks 
quickly or slowly at the discretion of 
the operator. The cooker is enameled 
a pleasing gray in harmony with its 
bright nickel trimmings and most 
kitchen decorations. 
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The Champion Electric Griddle is 
designed for pleasure and also con- 
venience. ‘The cooking surface is of 
ample size to accommodate three 
good sized pancakes or four good 


sized slices of French toast 


time. An overflow groove protects 
the table against the possibility of 
batter or liquid running over the 
; “Pedge. No turned up edge to obstruct 
the free use of the knife or cake 

’ turner. It is manufactured by the 
Champion Electric Co., Cleveland, O. 





A sales help designed for the 
dealer in flashlights has just been 
placed upon the market by the Na- 
tional Carbon Company, makers of 
Eveready flashlights. It is an Ev- 
eready flashlight display and unit 


cell vending cabinet. 
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Not only does this cabinet, known 
as No. 1726, afford an attractive 
way of displaying the latest types 
of Eveready flashlights, but the 
stocking and vending device in the 
rear is unique and practical. Both 
sizes of unit cells can be handled 
with the utmost ease. The rear of 
the cabinet is divided into two com- 
partments. One holds a full pack- 
age of No. 95 unit cells and the 
other holds two packages of No. 935 
cells. The cabinet, made of sheet 
steel, is lithographed in mahogany. 
Photographs show front and rear 
views of the cabinet. 








Here is the 10-in. Star-Rite oscil- 
lating Fan, a_ product of the 
Fitzgerald Manufacturing Co., ‘Tor- 
rington, Conn., who also makes a 
7-in. and an 8-in. straight fan. The 
oscillator is the largest of the Star- 
Rite family. It is equipped with a 
powerful motor; is finished in highly 
polished nickel, and has a substan- 





tial and dependable oscillating 


mechanism. 





C. D. Wood Electric Co., Inc., 565 
Broadway, New York, announces a 
new line of composition flush recep- 
tacles arranged to take either paral- 
lel or tandem blades of standard 
caps. These receptacles have the 
finest grade of heat resisting in- 
sulation which will not crumble or 
chip off, leaving ragged edges. The 
contacts are of one piece, and made 
of heavy phosphor bronze so that a 
perfect contact is assured. The 
bracket is made to fit true centers 
of all standard plates and boxes. 
The contacts are set in toward the 
center of the receptacle, so that 
grounding of the connecting wires 
with the sides of the outlet box is 
avoided. The contacts are polarized, 
that is, one has a bronze finish, and 
the other is nickel plated. The 
fibre used to cover the contacts are 
impregnated with a special water- 
proof varnish, giving it a high lustre 
and preventing any chance leakage 
between terminals. The bracket it- 
self is covered with a strip of fibre 
to prevent grounding of the wires 
with it. The Duplex and the Single 
receptacles are both designed for 
side wiring, and both are of the 
shallow type, making them ideal for 
close quarter work. 





The George W. Dunham Corp., 
Utica, N. Y., announces its new 
Dunham Whirldry Washer as the 
first unit of its line of electrical 
labor saving appliances. This 
washer is of the centrifugal drying 
type. The principle of operation is 
decidedly different from other wash- 
ers now on the market, the complete 
washing, drying and rinsing opera- 
tion taking place in the spinner 
basket and not in the main tub or 
tub water, while a continuous stream 
of fresh water constantly circulates 
through the clothes. The main wash- 
ing unit is a nickel plated copper 
gyrator while the drying unit is a 
solid nickel plated copper basket 
without perforations in the bottom 
or sides. The tub is lacquered cop- 
per and the top is white enamel. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER . $8 iolGL 
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ApplyingFrictionTape 
over Rubber Tape on 
transformer joint on 
Firestone 


secondary — 440 volts | rRICTION 
t = TAPE 
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Firestone Rubber 
Compound Assures 


Permanent Protection 


The special rubber used in Firestone Fric- 
tion Tape is compounded to possess not only 
the greatest dielectric properties but excep- 
tional adhesion and age-resistance. By the 
Firestone frictioning process the fabric— the 
backbone of the tape—is so thoroughly 
impregnated with this sulphur-free rubber 
as to be preserved almost indefinitely from 
moisture, heat, cold and sudden weather 
changes. 

Here is a better friction tape— built to standards 
that are higher than those of the Government and 
big electrical equipment manufacturers. Your best 


tape customers want this dependability and econ- 
omy aswell as the easier handling Firestone provides. 


Sold in convenient display cartons. For specifica- 
tions and discounts write the Home Office at Akron 
or the nearest Firestone Branch. 


Firestone 


FRICTION TAPE 
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Better Service on a Better Product 


Production in our new 
plant is going at full speed 
and we are now better able 
than ever before to serve 
your needs. 

Sales increased 31.4% the 
first quarter of 1925 over 
1924. 

Our jobbers which num- 
ber more than 400 are stock- 
ing the Kruse Switchbox, 
Supporting Strip and the 
Fitz-M-All Outlet Box to 
care for the constant de- 
mand of their contractors 
for this line. 

Keep your customers well 
stocked —draw your own 
stocks from either of our 
warehouses at Chicago, Bos- 
ton, Philadelphia and San 
Francisco. Sell the Kruse 
and_ Fitz - M - All — You’ll 
profit well. 





Patented 





MID-WEST METAL PRODUCTS CO. 


MUNCIE . 


INDIANA 











“Circle T” Suitilibeasle of Safety Switches 





Switchboard of 
‘Circle 
Satet = 
Switches in 
the Hubbard 
& Co. plant, 
Emeryville, 
California, in- 
stalled by the 
Pacific Electric 
Motor Co. 

















Switchboards built of Safety Switches for power as well as light control 
are fast superseding the old type switchboards of slate or marble on which 


open knife switches were placed. 


These switches are either mounted on solid steel boards or on steel frames. 
Boards built in this way are much cheaper than the old type. They are 


dead front and absolutely safe. 


Jobbers’ salesmen can get added business by calling this use of Safety 
Switch to the attention of Contractors and Industrial Plant Engineers. 


THE TRUMBULL ELECTRIC MFG. CO. 
PLAINVILLE, CONN. 


New York Boston Chicago 
114 Liberty St. 


San Francisco 


2001 W. Pershing Rd. 595 Mission St. 


Philadelphia 











Rebert E. Gorton Passes 
Away 

Robert E. Gorton, manager of the 
Packard Lamp Division, National 
Lamp Works of the General Electric 
Co., for the past 15 years, died April 
13 after a brief illness at his home in 
Warren, O. 

Mr. Gorton was one of the pioneers 
in the incandescent lamp industry, 








Robert E. Gorton. 


having entered it in 1894. He started 
with the lamp business in the ca- 
pacity of an accountant and in 1899 
he became assistant sales manager. 
In 1910 he was made general man- 
ager. He was a prominent citizen 
of Warren and was interested in sev- 
eral business activities in that city 
and elsewhere. 

The Packard Lamp Division was 


_ known at the time of its organization 


and for many years after as the New 
York and Ohio Company,, its: or- 
ganizers being the Packard Brothers 


| of automobile fame, J. W. and W. 


D. Packard. 
Mr. Gorton was 56 years old at 
the time of his death and he leaves 


| a wife, two children and his mother. 


* * * 


Howard E. Campbell With 


Jewett 
Howard E. Campbell, formerly the 
chief radio engineer of station WWJ, 
Detroit, Mich., is now chief engineer 


| for the Jewett Radio & Phonograph 
| Co., Detroit, Mich. Mr. Campbell has 





_ Institute of Radio Engineers. 


had a lengthy experience in this field, 
and is a full member of the American 
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This two-page advertisement in color appears in The Saturday Evening F Post, May 
16th. In addition, during May Hotpoint Iron advertisements appear in Ladies’ Home 
Journal, Woman’s Home Companion, Good Housekeeping and Sunset Magazine 


‘Sotpoit Helps Sell 


During 1925, 70 million Hotpoint advertisements will appear in national 
magazines. This tremendous program is part of a continuous year-in-and- 
year-out activity that has been carried on for over fifteen years. 





Hotpointadvertising isa powerful helpto yourdealers—and to youinselling 
to yourdealers. Urge them toarrange Hotpoint windowsduring Maytocap- 
italize locally on this national advertising. It will help increase your sales. 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5612 West Taylor Street : Chicago, Illinois 


BOSTON’ - NEW YORK - CLEVELAND - ATLANTA - CHICAGO 
ST. LOUIS - SALT LAKECITY - ONTARIO, CALIF. 


Canadian General Electric Company, Ltd., Head Office, Toronto 
Factories: Chicago, Illinois, and Ontario, California 


wont S LARGEST MANUFACTURER OF HOUSEHOLD ELECTRIC HEATING APPLIANCES 





THERE’S A HOTPOINT ELECTRIC RANGE FOR EVERY PURSE AND "PURPOSE 
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KNOWN and BOUGHT 
FOR THE WORK THEY 
DO SO DEPENDABLY 


in 








Every article 
the Steel City line 
of Wiring Devices 
gives a better job, 
yet costs no more 
and in most cases 
less to install. The 
is 


complete line 


well and_ favor- 
ably known to all 
your contractors, 
therefore, you 
have less trouble 
in selling the Steel 


City Line. 


Everywhere con- 
tractors and wire- 
know Steel 
Wiring De- 


through 


men 
City 


vices 


job. 


That’s reason for 
Steel City prefer- 
ence and a reason 
that salesmen 


talking the line 


get more sales. 
They 


excellent 


give such 
service 
job that 


when additional 


on the 


material is need- 


ed, Steel City gets 





the call. 


For more sales 


and profits all 
through the year, 
vou should _ be- 


come more famil- 
iar with the lines 

send for catalog 
No. 34-F. 





















—— | 
Steel Exty CS Chectrie Ca 
PITTSBURGH a PENNSYLVANIA 


their value on the | 








| Beardslee Service to the Jobber 
| The Beardslee Chandelier Manu- 
| facturing Co., Chicago, has a unique 
| service for its jobbers in its C-2 
| Home Lighting Fixture Catalog. 
| While the catalog is of interest to 
all jobbers it has a special and valu- 
able appeal to those who have no 
fixture room, and to those who carry 
no fixtures in stock. This catalog, 
which is furnished the jobber at a 
very nominal sum for distribution 
to his dealers, is imprinted with the 





) 


— 


HOME 
LIGHTING 











| Beardslee C-2 Catalog. 


j 
| 


jobber’s name and address only, the 
manufacturer's name not appearing 
in it. It contains descriptive matter 
fixtures for the home, which are car- 
ried in stock by the Beardslee com 
pany, the jobber being required to 
carry no stock whatever. 

The catalog which is 1014x7% 
inches, comprises 24 pages, includes 
| a discount sheet and contains a vari- 
ety of designs, 59 in number, illus- 
trated to permit of a suitable selec- 
tion for any room in the home. Each 
fixture, which is sand blasted and 
burnished by machinery, is of real 
brass, and is completely wired with 
sockets connected ready for installa- 
tion on the job. An attractive fea- 
ture of this line is the fact that each 
| unit is shipped in an individual car- 
| ton, which is labeled with a picture 





of its particular contents. 
* x 


O’Reilly Joins Yaxley Co. 

R. A. O'Reilly, formerly with A. A. 
Gray & Co., advertising 
agency, has been appointed sales man- 
Manufacturing 


* 


Chicago, 


ager of the Yaxley 
Co.. Chicago, maker of radio parts. 


| YOUNGSTOWN 





and prices on standardized high class | 
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Steelduct | 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 
for its lasting qualities. 





Steelduct enameled conduit is dis- 
tinguished by its tough black enamel. 


Both-types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers, Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


OHIO 


UNOERWRITERS 
thi LABORATORIES 
INSPECTED 
CONDUIT 








A GOOD 
BUY 


A majority of the job- 
salesmen of this 
THE 


JOBBER’s SALESMAN the 


bers’ 
country consider 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 
today and _ recommend 
THE JOBBER’S SALESMAN 


to your friends. 
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rench Lick 
. Springs Hotel 





and your next convention— 


At this accessibly located, world famous resort in southern Indiana’s Cumberland foothills, you 
can hold your next convention with the advance assurance that it will be the most successful 
one your organization has ever had. Yet, you are not asked to decide upon French Lick Springs 
without due consideration nor without point for point comparison with other locations. In- 
vestigation of the advantages afforded here will make you wonder why French Lick Springs as 
a convention place had escaped your attention heretofore. 


You Transact Business More Quickly 


Every participant in a French Lick Springs convention 
eats and sleeps and attends the official sessions under 
the same roof. There is no scattering around of dele- 
gates at various hotels. The one magnificent modern 
French Lick Springs hotel building comprises not only 
everything needed forthe personal requirements of every 
convention visitor, but also a spacious, well lighted and 
ventilated special convention auditorium, in the newly 
completed large wing, with seating accommodations for 
1,500. And, adjoining the main convention room there 
is a smaller hall seating 200, besides committee rooms, 
rest rooms and other facilities. 


This means that everybody attends and participates 
in all the sessions and that each day’s convention busi- 
ness is concluded speedily and efficiently—a welcome 
change from the annoying delays and absences that so 
often interfere with convention programs. 


More Time Available for cAmusement 


Delegates may have to go far afield for diversion and 
amusement at other convention sites, but here, right on 
the hotel property, are two of America’s best known 
18-hole golf courses; one, the comparatively easy, older 
course, practically at the hotel doorstep; and the other, 


that celebrated championship Upper Course where 
Walter Hagen won last year’s professional title, just a 
short motor bus ride away. Special tournaments, open 
only to convention participants, can be arranged. 


Here are two well-kept tennis courts—and miles of 
attractive woodland trails for tramping or horse-back 
riding, while one of the best stables of thoroughbred 
saddle horses in America is maintained on the hotel 
grounds. 


The bath department comprises, besides every ap- 
proved therapeutic bath treatment, an inviting swim- 
ming pool; and there is also a separate bath depart- 
ment, with pool, for ladies. 


Write Now for Complete Information 


Regardless of how soon or how far in the future your 
convention will be held, you will find it of advantage 
to know exactly what kind of service French Lick 
Springs Hotel offers you. Do yourself and your organi- 
zation the justice of writing us now, giving us as much 
information as possible about the time of your conven- 
tion and the number to be accommodated. Rooms and 
meals are included in the rate you pay here which means 
that expenses can be determined, almost to the dollar, 
in advance. 


ADDRESS CONVENTION SECRETARY 


FRENCH LICK SPRINGS HOTEL CO., French Lick, Indiana 


“The Home of Pluto Water” 
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AISLELITES For Sales 


Aislelites light the aisles of motion 
picture theatres with a diffused light. 
They eliminate overhead and side lights 


and make going in and out of theatres | 


quick and safe. 


Aislelites are opportunity for more 
sales. 


You can sell complete installations to 
motion picture theatres and auditoriums 
in your territory. Every architect and 
electrical contractor in your territory 
will buy and specify Aislelites. Get full 
selling information. 


EXHIBITORS SUPPLY 
COMPANY 


825 S. Wabash Ave., Chicago, Ill. 
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These Powerlets 
of the Switch Box 
Series Sell Easily! 


Dependability 
and ease of instal- 
lation make Power- 
lets easy for the 
\ jobber and his 
\F \) salesmen to sell. 
\ _— Powerlets Switch- 
box Series are 
made in deep and 
shallow, in single 
and two gang. 
They’re made for 
mounting all makes 
of push button 
switch and rec- 
tangular base re- 
ceptacles. Twelve 
different types for 
1% and % inch 
conduit. 

line with 


y POWERLET 
ry 








Type SE 


large wire cham- 
Shallow ber for insulating 
and tapping wire 
joints. 
The conduit 


hubs are an in- 
tegral part of the 
body, so that ri- 
gidity and align- 
ment are assured. 

Also a complete 
line of steel covers 
is made for Power- 
lets. 

Write in for our 
handy pocket size 
catalog on Power- 
lets. There you 
find all the selling 
points of this well- 
known line. 

Jobbers Salesman 
—Ask your sales 
manager to investi- 
gate Powerlets. 


a \ POWERLET 
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MULTI ELECTRICAL MANUFACTURING CO. 


CHICAGO, ILL. 


1848 W. 14th St. 














New St. Paul Agency 


| of 


|launched during 1924 and now fully 


Robinson 


manufacturers’ representatives 








Fred Robinson. 
organized and under “full steam.” 
They are located at 2362 University 
avenue, St. Paul, Minn., and will di- 
rectly represent a number of electri- 
cal material factories of the east and 
middle west. 


The 





business’ will 











W. L. Bell. 


| strictly as manufacturers’ representa- 
tives covering the electrical jobbing 
trade exclusively in Minnesota, Iowa, 
| Northern Wisconsin ahd Eastern 
| North and South Dakota. They will 
entertain propositions to represent 
|two more manufacturers. 


The firm is composed of Fred Rob- 


& Bell are a new firm 


be conducted 














| 





| 
| 
| 
| 
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ENAMELED C 
STANDARD 


Saves Time ! 


THREAD PROTECTED Enameled 
Conduit reaches the job ready to install. 
Threads are clean, sharp and true, coated 
with just sufficient 
enamel to protect 
from rust. Elimi- 
nates reversing 
couplings and run- 
ning dies over pipe 
ends. 













P. S. saves installation 
time for the contractor; it 
saves selling time for you. 
And it costs no more than 
ordinary enameled 
duit. Saves most, 
best. 


con- 
sells 


ENAMELED 
METALS CO. 
Pittsburgh, Pa. 

SESE SE NS 


BLUEBELL 


Door Bell 


Transformer 











Salesmen— 
Here are 5 points to remember when sell- 
ing Killark transformers: 

1. Guaranteed by the manufacturer, 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 
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(Enamelled) 


(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 


tures in every American 
City. ; 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 


Pittsburgh, Penn. 























New Words! New Words! 


| thousands of them spelled, 


pronounced, and defined in | 

WEBSTER’S 

NEW INTERNATIONAL | 
DICTIONARY 


The ‘‘Supreme Authority’’ 
Get the Best ! 





Here are a few samples: 


| agrimotor soviet abreaction 
| hot pursuit cyper rotogravure 
| Air Council askari capital ship | 
| mud gun sippio mystery ship | 
| Ruthene sterol irredenta | 
| paravane  shoneen Flag Day | 
| megabar Red Star  Esthonia 
| S.P.boat overhead BlueCross 


aerial cascade 
camp-fire girl 


Is this 
Storehouse 
of 
Information 
Serving You? 





| 2700 Pages 6000 Illustrations 

| 407,000 Words and Phrases 

| Gazetteer and Biographical Dictionary 

| WRITE for a sample page of the 

| New Words, specimen of Regular 
and India Papers, FREE. 


G. & C. MERRIAM CO. 
Springfield, Mass., USA. 

















| 
| 


| Mr. 





| days and grew up with it. 
was merged with the National Car- | | 


inson and W. L. Bell, both of whom | 


for more than 10 years were affiliated 
with the National Lamp Works of 


General Electric Co. 
* * * 


Emmet Moore Guides 
Yale Sales 


Emmet K. Moore for 17 years con- | 
nected with Eveready flashlights is | 


now general sales manager of the 
Yale Electric Corp., Brooklyn, N. Y. 
Moore 


became connected 





Emmet K. Moore. 


the Eveready company in its early | 
When it | 


with | 














“CENTRAL” 


Rigid Steel 
CONDUITS 


UNNI) a 





“Central Black” is made for 
users who prefer an 
enameled conduit. The 
enamel on ‘Central Black” 
conduit will withstand the 
most severe treatment, and 
will not crack or flake when 
the conduit is bent. 
Approved by the Under- 
writers Laboratory. 


“Central White” 


(Galvanized) 


*‘Central Black” 
(Enameled) 


CENTRAL TUBECO. 


PITTSBURGH, PA. 





bon Co. he became assistant general ||! & 


sales manager of the latter, which | | 
position he held at the time he left. | | 


| For the past 16 months he has been 34 
assistant to the president of the Fiber- | 





loid Corp., Indian Orchard, Mass. | 


* * * 


These Men at Your Service 


George E. Pomeroy, who for the | § 


past two years has represented THE 
JoBBER’s SALESMAN in the New Eng- 


land territory, has been made man- | 


ager of the middle western territory, 
with offices at 578 Rockefeller build- 
ing, Cleveland. He replaces H. F. 
Frick, resigned. 

Ross D. Cummings, for a number 
of years connected with the Western 
Electric Co., supply department, has 


become advertising representative in 


the Chicago territory. 


W. P. Mackle has been added to : 


the staff of the New York office and 
will devote his time wholly to the 
interests of THe JoBBer’s SALESMAN 
in the eastern territory. 


'FIRST 


OTEL CLEVELAND is the first 
hotel you see on your way from 
any railroad terminal in Cleveland. 
Its location on the Public Square 
is unsurpassed for its convenience 
to every means of transportation. 


It occupies more ground than 
any other hotel in the City and has 
the further advantage of being 
entirely modern in its construction 
and equipment. 


1000 Rooms—1000 Baths 


8 Hotel Cloveland 


PUBLIC SQUARE - CLEVELAND 
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Here’s The Tape 
That Gets Repeat Orders 


“Canton Friction Tape” (older 
of “Slipknot” tape) 
gets more than its share of re- 
orders—not through the 
generosity but by de- 
livering a service just a little 
better than most other friction 


brother 


peat 
buyers’ 


tapes. 

This friction tape is a good 
companion for you— 
friends and customers 
and keeps them, It’s a 
adhesive 


selling 
makes 
too. 
competitive tape with 
powers unequalled. 


Samples gladly forwarded. 


Plymouth Rubber Co., Ine. 
CANTON MASS. 

















BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 
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th. Streetas# East Enid Avenue 
“NEW YORK CITY. ue 


OA Central Station 


ing oe ome 
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Contra! is stone 


Dealers “alike. 
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'“Durabilt” Products Enlarges 
Chicago Office 

Wm. R. Collins, Chicago district 
| manager of the Tubular Woven Fabric 
'Co., Pawtucket, R. I., 
'of Duraduct, Durawire and Duraflex 
cable, announces a change in the Chi- 
‘cago office. After April 1, they 
| will be located in their enlarged quar- 
ters at 841 W. Washington Boulevard, 
prepared to give the added service 
|which their increasing business de- 


Friends of Mr. Collins will 


manufacturers 


pares 


remember him as the former lamp spe- | 


cialist of the “Packard” 
of the General Electric Co. 

The company has opened an office 
'in Philadelphia, located at 516 Pack- 
‘ard building, with F. M. MacDuffie 
jin charge. 
| May 1, the New York office, in 
charge of F. W. Brower, will be 
moved to 30 Church street. 
| * * 
 temportent Changes in Westing- 

house Personnel 

Changes affecting the personnel of 
the merchandising department and 
|the New York district office manager- 
'ship have been announced from head- 


lamp division 





J. S. Tritle. 


quarters of the Westinghouse Electric 
'& Manufacturing Co. at East Pitts- 


burgh. 

J. S. Tritle is made general man- 
| ager of the merchandising depart- 
iment and will transfer his head- 


|quarters from the Westinghouse 
building in New York to Mansfield. 
'O. Mr. Tritle will exercise a general 
| supe rvision over all activities, manu- 
facturing, engineering and sales, of 
| the merchandising department. 














GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











The 


IEA 


“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 


A jobber line that jobbers sell. 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT ©O. 


TRENTON NEW JERSEY 





Write for 














WALGER 
‘CONNECTOR 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 





No solder, no 
blow torch 
necessary. 


Makes every 
connection 
100% perfect. 


'§.H. STOVER & CO. 
PITTSBURGH, PA. 












Every Business 


of lean A ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1108 8S. Wabash Ave. 
205 Peoples Gas Bldg. CHICAGO 
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Galvanized 
at Xe Pipe 

af Yep and 
wy | id Conduit | 


i ail 


Ye MERWIN | 
MFG. CO. | 


ERIE, PA. 
























PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 














YAGER’S 


Soldering 


Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 


priced reasonably. 


ALEX. R.BENSONCO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 
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Wrigley for Quality 


STEEL TOGGLE BOLT 
mm _/ catered thy 


HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, IH. 


ra) 








C. E. Stephens, formerly manager 
of the central station division New 
York office has been appointed man- 
ager of the New York sales office in 
place of A. E. Allen who resigned to 
accept a position with the Westing- 
house Lamp Co. 


* * * 


James A. Comerford with 
Utility Lights, Inc. 

James A. Comerford, for the past 
six years with the Gill Glass Co. of 
Philadelphia, Pa., is now located with 
the Utility Lights, Inc., 3819 Frank- 
ford avenue, Philadelphia, as secre- 
tary and treasurer of the company. 
Utility Lights, Inc., was recently or- 
ganized to manufacture and distribute 
through jobber-dealer channels a line 
of residential and commercial fixtures. 

* * * 


Statement of the Ownership, Management 
Circulation, Etc., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly 

at Chicago, Ill, for April 1, 1925. 
State of Illinois, County of Cook, ss. 

Before me, a notary public in and for the 
State and County aforesaid, personally ap- 
peared C. W. Forbrich, who, having been duly 
sworn according to law, deposes and says 
that he is the general manager of the Electri- 
cal Trade Publishing Co., publishers of The 
Jobber’s Salesman, and that the following is, 
to thea best of his knowledge and belief, a 
true statement of the ownership, management 
(and if a daily paper, the circulation), etc., 
of the aforesaid publication for the date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on 
the reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and gen- 
eral manager are: Publisher, Electrical Trade 
Publishing Co., 53 W. Jackson Blvd., Chicago, 
Ill.; editor, Howard Ehrlich, 53 W. Jackson 
Blvd., Chicago, Ill.; managing editor, Henry 
W. Young, 53 W. Jackson Blivd., Chicago, IIl.; 
general manager, C. W. Forbrich, 53 W. Jack- 
son Blvd., Chicago, IIl. 

2. That the owners are: (Give names and 
addresses of individual owners or, if a cor- 
poration, give its name and the names and 
addresses of stockholders owning or holding 
1 per cent or more of the total amount of 
stock.) Howard Ehrlich, 53 W. Jackson Blvd., 
Chicago, Ill.; Chas. W. Forbrich, 53 W. Jack- 
son Blvd., Chicago, Ill.; Frank A. Merkel, 
(estate) 10046 S. Wood St., Chicago, Ill.; R. 
Foote, Corn Exchange National Bank, Chi- 
cago, Ill. 

3. That the known bondholders, mort- 
gagees, and other security holders owning or 
holding 1 per cent or more of total amount 
of bonds, mortgages, or other securities are: 
(If there are none so state). None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the com- 
pany but also, in cases where the stockholder 
or security holder appears upon the books of 
the company as trustee or in any other 
fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, 
is given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do net appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner; and this affiant has no 
reason to believe that any other person, asso- 
ciation, or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise, to paid 
subscribers during the six months preceding 
the date shown above is (This information is 
required from daily publications only). 

C. W. Forbrich. 
Sworn to and subscribed before me this 


30th day of March, 1925. 
(Seal.) Elsie E. Stover. 
(My commission expires Dec. 10, 1925.) 











Junior 
Bell Ringing Transformer 


Very popular where city rulings 
demand 110 volt lines be en- 
closed in conduit or pipe and 
the transformer in a box. 
Dongan Junior 
Additional Box. 
for this item—complete 
on request. 





Requires No 
big market 
details 


Dongan Electric Manufacturing Co. 
2993 Franklin St. Detroit, Mich. 


Transformers of Merit for 15 Years 



















CEDAR POLES 


Northern 
White Cedar 


| Western 
| Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 





























UUPKS 


The Perfect Reproducer 


| Hear it and be Convinced. 
|| Tone loud and pleasing. 
Handsome material and 
distinctive design. 
Black flare ......... $22.50 
Shell flare . $25.00 


Attractive Trade 
Discounts 





Manufacturers 


COMPANY 
State & 64th Sts. Chicago, U.S.A. 

















NORTHERN WHITE 
WESTERN RED 
GUSRANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashIn On BELL Poles 


SEND FOR BOOKLET CONTAINING- 
VALUABLE 
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Ornamental DENZARS || ei 28 Seen og 


National Lamp 


National Metal Molding Co 2 
' ' ' National Screw & Mfg, Co...... 64 
DENZAR is made in a number of ornamental types as well y a ’ 
as in the plain types so widely used for office, store and school Partridge Lumber Co,, T, M 106 
*hillipa ire Co Ob 
lighting, Plymouth Rubber Co 104 
When the job calls for something more ornate in the way of liad silanes anita 7 
lighting equipment than a plain commercial unit suggest the etlector d& Mluminating Co aN 
AT’ ‘] ' , bs C Cleorge i 
use of ornamental DENZARS. Roubien & Myers One 47 
’ liome Wire CC i 
Churches, banks, hotels, theaters, automobile show rooms, Russell & Btoll Go KY) 
school auditoriums, lodge rooms and the better class of stores 
‘ ‘ ‘ . + ~ ~ Signe Dy sctrie fl CG 60 
are among the locations in which ornamental DENZARS have epee sgn Mtg, Co 4 
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° ° ° rumbu Slectric Mfg. 0... e . o 
copies we receive from the printer. Tubular Woven Fabric Co.... . 65 
Union Electric Co ee 
e United States Rubber Co.. pense . 61 
Beardslee Chandelier Mfg. Co. Wiig Mpa 
agner Electric Co Lae 7 
. . Westinghouse Electric & Mfg. C 25 
218 So. Jefferson St., Chicago imate cof MRT 
Wrigley Co., Thos : - 105 











Yale Electric Corp 








‘ 
a 
P| 
P 


Columbia 


Telling it to the farmer 


PRACTICALLY every farmer in 
America has one use or many for 
dry batteries. To focus farmers’ 
attention on Eveready Columbia 
Dry Batteries we are running a 
vigorous advertising campaign in 
forty-six important agricultural 
publications—practically every 
widely read farm paper. Readers 
of this advertising include all 
classes of farmers. During the 
year these forty-six farm papers 
will print and put into ciréula- 
tion about thirty-two million con- 


vincing Eveready Columbia Dry 
Battery advertisements. 

To cash in on it, make sure your 
dealers use Eveready Columbia 
window displays and that they 
have appropriate stocks of Ever- 
eady Columbia Dry Batteries. 
Make sure that your trade under- 
stands the immense influence of 
this campaign upon sales. 

Manufactured and quaranteed by 
NATIONAL CARBON CO., INe. 
New York 


Atlanta Chieago Dallas Katisas City 


San bk ranciseo 


Canadian National Carbon Co., imited, Toronto, Ontatio 


Columbia 


eIquinjo;) 



































HE Bull Dog has chalked up some 

records. How do they look to you? 

Think what it means to sell your 

trade a line with such a high repu- 
tation. This means profits for you and the 
dealers. The best part of it is that Bull 
Dog Switches are going stronger today 
than ever with a record breaking pace 
which keeps them in the lead. 


The Business Bringing Safety Switch 


The salesman who sells Bull Dog Safety Switches finds them 

business builders because of repeat orders, enthusiastic 

dealers and satisfied users. Bull Dog Safety Switches are 

the last word in safety switch construction embodying those Bull Dog Safety 

features which make for greatest safety, durability and Switchesare now 

economy. made in the most 
modern factory 

Luminized Bull Dog Safety Switches, as illustrated, are in the industry. 

visible in the dimmest light. The perfect switch blade and Buyers profit 

crossbar construction makes it impossible for any one blade from increased 

to get loose from crossbar or remain in contact when switch facilities and 

is pulled to “Off” position. greater output. 


If you are not selling Bull Dogs let 
us give you definite information. 


MUTUAL ELECTRIC AND MACHINE COMPANY 
DETROIT, MICHIGAN U. S.A. 









































